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The Buffalo Mutual Life Insurance Company, formerly 
Buffalo Life Association, has been reincorporated as a 
mutual life company and chartered to transact business 
on the old line legal reserve basis. 


All standard and sub-standard forms of contracts writ- 
ten on men, women and children including five special 
forms which meet today’s demands for life insurance. 


Agency contracts are liberal both for first year and re- 
newal commissions and effective training methods will 
be provided. Capable men are offered an excellent op- 
portunity to become Branch Managers. 


Branches to be established in New York, Syracuse, 
Albany, Rochester, Buffalo, Columbus, Cleveland, Cin- 
cinnati, Dayton, Canton and Toledo. 


JOHN M. HULL FRANK F. EHLEN 


President Director of Agencies 























BUFFALO MUTUAL > 
LIFE INSURANCE COMPANY 


Founded 1872 


BUFFALO, N. Y. 























The price of three 
good cigars a day 
will send Junior to 
college. 


The Lincoln National Life Insurance Company 


Fort Wayne Indiana 


The Juvenile Educational Endowment policies of our Company are issued on the life of the child and 
thereby provide the funds for the child’s college education whether the parent lives or dies .... If the 
parent dies prior to the maturity of the policy, future premiums are waived. 


National Underwriter Company 

Jackson Blvd., No. 8, Friday, February 19, 1932. $3.00 

per year. 15 cents per copy. Entered as second-class matter, June 9, 1900, at postoffice at Chicago, Ill., under act 
of March 3, 1879 
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Urges Agents to 
Support Bankers 


President Stevens of Illino‘s Life 
Counsels Against “Whispering 
Campaign” 


IS DANGEROUS PRACTICE 


Sees Process of Putting Life Com- 


panies in Banking Business—Green 
Signal Club Meeting 


The “whispering campaign” against 
banks should be ended for the sake of 
the common W. Stevens, 
president Illinois Life, told members of 
the Green Signal Club of that company 
in annual convention at Chicago. The 
country cannot get along without banks, 
They must be preserved. 

Mr. Stevens said many agents 
been urging prospects to buy 
premium life insurance rather than to 


leave their money in bank accounts. 
He urged that the sale of single pre- 
mium policies on this basis be discon- 
tinued. 


welfare, R. 


he said. 
have 
single 


Banks Are Essential 


“The country cannot function with- 
out banks,” he said. “People cannot 
borrow the money which they need 
without them. The banks must be sus- 
tained. Hundreds, perhaps thousands 
of banks which closed would not have 
had to do so if they had been treated 
right. 

“The legal reserve life insurance sys- 
tem is not built on the banking plan but 
rather on the basis of long term invest- 
ments. But now every time a bank 
fails the life insurance companies do- 
ing business in the community are put 
into the banking business through the 
heavy policy loans which their policy- 
holders are forced to make as a direct 
result of having their funds tied up in 
ank failures. This is a business which 
we are not organized to transact. 


Agents Logical Medium 


“The life agents are the best propa- 
gandists to bring this country back to 
Prosperity, and support of the banks 
is One essential in this program. There 
'S no use kidding ourselves, things are 
not bright. But hard work and courage 
Will enable us to wriggle through. The 
only problem is to find people with 
money to buy policies. The money is 
here. Tell the people to keep their 
money in the banks. Let's get out and 
»oost each other and the whole finan- 
cial system.” 

Mr. Stevens said many life insurance 
agents have become _ stock-minded. 
Let's get away from it and attend to 
our own business,” he said, “and help 
fvery other business man to carry on. 
The life insurance agents are the most 
powerful influence in this country to- 
eA They come in contact every day 
~ Many people. The best thing you 
agents could do is to tell your prospects 





Kentucky Commissioner Is 
Dangerously Hurt by Gun 


IN ATTEMPT TO KILL SELF 


Pressure of Financial Worries and Con- 
dition of Allin’s Bank Are Seen 
as Cause 


LOUISVILLE, Feb. 18—Bush W. 
Allin, Kentucky insurance commissioner, 
60 years of age, is dangerously wounded, 
but with a slim chance of recovery, as 
a result of an effort at suicide yesterday 
morning with a shotgun in a hardware 
store at Harrodsburg, Ky., his home 
town. Entering the store, he walked to 
a gun rack, placed a shell in a 12-gauge, 
single barrel gun and fired at a point 
just above his heart. The charge ranged 
upward through the shoulder. 


Worried Over Bank Condition 


Mr. Allin had been desperately wor- 
r.ed over the condition of the First-Mer- 
cer National bank of Harrodsburg, of 
which he was president, and which, fol- 
lowing heavy withdrawals, on Feb. 15 
limited customer withdrawals to 5 per- 
cent of checking account balances per 
month. The First State Bank & Trust 
Co. took similar action. 

Mr. Allin was also seriously worried 
over investments made by friends at his 
suggestion. He had been on the verge 
of a breakdown for several days and had 
been exceedingly nervous. 

Agent 


Was a Local 


He was an insurance agent in Har- 
rodsburg prior to being named insurance 
commissioner about three years ago to 
succeed S. M. Saufley. He was also 
president of the Burley Tobacco Grow- 
ers’ Cooperative association, a director 
of the D. T. Bohon Co., mail order 
house; Harrodsburg Ice & Produce Co. 
and a member of the board of education. 


constantly that conditions are all right. 
Let us all do all we can to instil con- 
fidence in ourselves and others, because 


with confidence in all the other insti- 
tutions gone we are gone too.” 
Harbaugh New President 

T. Jay Harbaugh, east central IIli- 


nois agency at Champaign, new presi- 
dent of the club, was introduced by E. 


H. Steffelin, retiring president, and 
took the chair. Mr. Harbaugh said 
many life insurance salesmen _ close 


their rate books when a bank failure oc- 
curs in their neighborhood, but he had 
found such a community the best place 
to sell life insurance. He said there is 
just as much money in this country to- 
day as ever and it is the man who finds 
it who succeeds now. 

He sees this as a year of great op- 
portunity in building up agency organi- 
zation because of the able men out of 
jobs who are fine prospects for agency 
contracts. 

Thor Norberg and W. T. Whitehead 
of the home office agency are vice- 
president and second vice-president of 
the club; J. E. Polka, Chicago south- 
west agency, third vice-president, and 
as usual, R. W. Stevens, Jr., secretary. 

A round table discussion on field pro- 





Busy Sessions Planned for Utility Bonds Can 


San Francisco Convention 


TENTATIVE PROGRAM IS OUT 


Managers and Millionaires Meet Tues- 
day—Main Meeting Starts That Aft- 
ernoon—Thursday to Recreation 


SAN FRANCISCO, Feb. 18.—The 
tentative program for the annual con- 
vention of the National Association of 
Life Underwriters, to be held in San 
Francisco the week of Aug. 15, as out- 
lined by Roger B. Hull, managing di- 
rector, working with Otto L. Zeus and 
Thomas A. Cox, general co-cha:rmen of 
the convention committee, and sub-com- 
mittee chairmen, during Mr. Hull's re- 
cent visit to San Francisco, provides for 
five business sess:ons, an all-day mana- 
gers’ meeting, the usual million-dollar 
round table, a reception and dance and 
one whole day devoted to recreation. 

The present setup of the program is 
as follows: 

Sunday, Aug. 14, 

Monday, Aug. 15, 
tee meeting all day. 

Tuesday, Aug. 16, all-day managers 
meeting and million-dollar round table, 
starting with a breakfast. 

The first regular convention session 
will get under way at 1:30 p. m., Aug. 
16, and it is planned to have the prin- 
c:pal address of that session about 4 
p. m. so that the million-dollar produ- 
cers and managers may be in attendance 
if they desire, without interfering with 
their group sessions. Two full business 
sessions will be held Wednesday, Aug. 
17, followed by a reception and dance 
in the evening. 

No 


All day Thursday, Aug. 18, will be 
devoted to a sight-seeing trip on both 
sides of the bay, a performance in the 
Greek theater at Berkeley, followed by 
a barbecue at Sequoia Redwood Park 
and a trip across the bay bridge to Stan- 
ford University. 

The two final sessions of the conven- 
tion are to be held Friday, Aug. 19. 

Mr. Hull expressed himself as very 
much pleased w.th the work already ac- 
complished by the joint committees of 


trustees’ meeting. 
executive commit- 


Sessions on Thursday 


the San Francisco and East Bay asso- 
ciations. The executive committee in- 
cludes Arthur S. Holman, Ben F. 


Shapro, Dr. E. L. Woodruff and Otto 
L. Zeus, San Franc:sco; Thomas A. 
Cox, Leon Campbell, Ed Durrel and 
Ben F. Edwards, East Bay association. 


grams was interesting. One suggestion 
was to have several months of special 
effort during the year to cure slumps 
agents advising the prospects well in 
advance that they are going to come 
around during those months to get the 
application. This serves to prepare the 
prospect and give notice. 

James W. Stevens, chairman of the 
board, was presented in the afternoon 
session by R. W. Stevens. C. F. Merri- 
field, agency organizer home office, said 
agents are seeing enough people but 
they are not talking enough life insur- 
ance to them. He believes every per- 

(CONTINUED ON PAGE 11) 








Stand Hard Knocks 


Holdings in Operating Companies 
Are of Highest 
Order 


PROF. BONBRIGHT QUOTED 


Roosevelt’s Public Utility Attitude No 
Threat to Safety of Bonds, 
Expert Says 


By R. B. MITCHELL 
YORK, Feb 


increase the 


NEW 


nounced 


18 The pro 


in public utility 


investments 


and 


of life insurance companies 
the possibility that power company 
regulation be issue 
the 


make the future of public utility com- 


may an important 


in coming presidential campaign 


panies a subject of great interest to of- 


ficials, stockholders and _ policyholders 


of life insurance companies. 
Prof. 3. G. 
University, secretary of the New York 
Power Authority, when asked his opin- 
ion of the future of utility companies, 
said that he believed the bonds of op- 
erating companies are as sound a class 
of investments as there is outside of 
United States and municipal govern- 
ment bonds. So much cannot be said 
for holding company bonds. The sit- 
uation, except for the strongest of this 
class, is such that it would not take a 
great deal in the way of rate reduc- 
tions to cause them to stop paying in- 
terest on their bonds. Holding com- 
pany securities, however, do not form 
any substantial part of the public util- 


Bonbright of Columbia 


ity investments of life companies. 
Rondholders Are Secure 
Even allowing for the most drastic 
developments conceivable in the way 


of regulation, operation, or competition 


from governmental sources, there are 
only a few instances in which the 
bonded indebtedness of an operating 


company is so large as to imperil the 
bondholders’ security. 


Even the two most remote contin- 
gencies, government operation and gov- 
ernment competition, are not fraught 
with any particular danger to the in- 
vestor in operating company bonds. 
Government operation, through con- 
demnation of plants now privately 


owned, would undoubtedly result in the 
courts fixing a price which would be 
ample to pay the bondholders in full 
and in many cases give the stockholders 
more for their stocks than they could 
have obtained under continued private 
management. 

The second possibility, that of gov- 
ernment competition, might have more 
serious consequences, This would force 
the private company to compete di- 
rectly with the state or city-owned 
plant and furnish current at a very low 

(CONTINUED ON PAGE 11) 
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New York Life Announces 
Eight Field Appointments 
COONEY SOUTHERN INSPECTOR 


Munsell Atlantic Head—Flood in Charge 
of Allegheny Territory—Conley 
Gets South Central 


7 


NEW YORK, Feb. 18—The New 
York Life has announced eight new field 
appointments. R. L. Cooney has been 
made inspector of agencies, southern de- 
partment, Atlanta. His territory includes 
branch offices in Atlanta, Charlotte, 
Florida, Norfolk, Richmond, Savannah 
and South Carolina. Mr. Cooney started 
with the company in the New Orleans 
branch office more than 50 years ago. 
In 1885 he was made cashier in the At- 
lanta office and has been in executive 
field positions since that time. 

F. S. Munsell has been made inspector 
of agencies in the Atlantic department, 
succeeding G. W. Long, retired. His 
headquarters are in Philadelphia and he 
has charge of four branch offices in 
Philadelphia and branch offices in Bal- 
timore, Reading, Scranton, Trenton, 
Washington and Wilmington. Mr. Mun- 
sell joined the company in Chicago in 
1896 and has been with the company 
in Idaho, Honolulu, Tacoma, Pueblo, Ne- 
vada, South Carolina and Baltimore. 


Heads Allegheny Department 


M. B. Flood has been made inspector 
of agencies of the new Allegheny de- 
partment with headquarters in Pitts- 
burgh. The new department covers Co- 
lumbus, Erie, Harrisburg, Johnstown, 
Pittsburgh, West Virginia and Youngs- 
town. Mr. Flood joined the New York 
Life in Kansas City, Mo., in 1904. In 
1924 he became supervisor in the At- 
lantic department, holding that position 
until his present advancement. 

H. H. Conley has been promoted to 
be inspector of agencies in the new 
south central department with headquar- 
ters at Little Rock. The new depart- 
ment includes Knoxville, Little Rock, 
Memphis, Nashville and Shreveport. Mr. 
Conley began as a branch office clerk 
in San Antonio in 1904. Since 1927 he 
has been supervisor of Division 1 of the 
Gulf department. 

R. S. Minier has been made inspector 
of agencies of the gulf department with 
headquarters at New Orleans, his terri- 
tory including Birmingham, Jackson, 
Mobile, Montgomery and New Orleans. 
Mr. Minier joined the company in 
Rochester, N. Y., in 1903. Since 1927 
he has been supervisor in charge of Di- 
vision 2 of the gulf department. 

Supervises Division 


R, L. Campbell, formerly supervisor- 
at-large, has been made supervisor of 
Division 1, eastern department, which 
includes Albany, Connecticut, Montreal, 
Poughkeepsie, Syracuse, Watertown and 
the eastern department-branch office in 
New York city. He joined the New 
York Life in 1910. 

W. B. Smith, since 1928 agency direc- 
tor of the Bufflao branch, has been 
made supervisor of Division 2 of the 
eastern department, which includes Buf- 


falo, Binghamton, Rochester and To- 
ronto. His headquarters will be at Buf- 
falo. Mr. Smith began as a clerk in 


the home office in 1908, 
Headquarters in Des Moines 


O. R. Carter, formerly supervisor-at- 
large at Des Moines, has been made super- 
visor in charge of the new midwest de- 
partment, which includes Decatur, Des 
Moines, Nebraska, Sioux City, South 
Dakota and Waterloo. His headquar- 
ters will be in Des Moines. Mr. Carter 
joined the company as a clerk in the 
Little Rock branch office in 1911. In 
1929 he was supervisor-at-large in 
Shreveport, later having his headquar- 
ters transferred to Des Moines. 








Report 6.4 Per Cent Gain 
in January Paid Business 











NEW YORK, Feb. 18.—Life insur- 
ance registered a 6.4 percent gain in 
January over the same month last year, 
according to the Life Presidents’ Asso- 
ciation. This increase followed an ad- 
vance of one-half of 1 percent last De- 
cember as compared with December, 
1930, which was the first gain in the 
monthly volume of new production in 
18 months, in comparison with the cor- 
responding months of the previous year. 

New paid-for business last month was 
$944,848,000 as against $883,335,000 in 
January, 1931; ordinary insurance, $615,- 
376,000 against $595,652,000, a gain of 
3.3 percent, and industrial $217,552,000 
against $214,320,000, a gain of 1.5 per- 
cent. Group showed the greatest per- 
centage gain, with $111,920,000 against 
$78,363,000, an increase of 42.8 percent. 

The amounts of new paid business, by 
classes, in 44 American companies for 
January, 1931 and 1932, with percentage 





increases or decreases (excluding re- 

vivals, increases and dividend addi- 

tions), are shown in the following 
table: 

193 1932 

Over Over 

1930 1931 

Class 1931 1932 Pet. Pet. 

Ord, $595,652,000 $615,376,000 —16.4 3.3 

Ind. 214,320,000 217,552,000 —1.7 1.5 

Group 78,363,000 111,920,000 21.8 42.8 

$888,335,000 $944,848,000 —10.7 6.4 


Decide on Agreement Basis 
In A. I. U., Inc., Controversy 


A basis for settlement of the contro- 
versy over the control of the American 
Insurance Union, Inc., of Columbus 
has been decided upon by Albert F. 
Coyle, executive vice-president, and the 
Transcontinental Trust Company of 
Chicago, whose interests have collided. 

Three members of the board of the 
A. I. U., Inc., have resigned. They are 
D. J. Heck. who is superintendent of the 
A. I. U. printing plant, H. T. Wolfe and 
C. L. Jordan. 

If, by Saturday of this week, Mr. 
Coyle can meet the terms of an agree- 
ment with the Trans Continental Trust 
Company, to which he subscribed, Mr. 
Coyle will have the privilege of filling 
the three vacancies. If not, the vacan- 
cies will be filled by the Trans Conti- 
nental Trust Company. 

At a meeting of the board last week, 
in accordance with a resolution intro- 
duced by Mr. Coyle, the American In- 
surance Union, Inc., certified to the 





Interesting Program for 


New York Sales Congress 
EVENT AT ASTOR MARCH 10 


Lowell Thomas, Explorer, and Noted 
Casualty Company Manager to 
Speak at Dinner 


NEW YORK, Feb. 18—The New 
York City Life Underwriters Associa- 
tion will hold its 12th annual sales con- 
gress and 46th annual banquet March 
10 at the Hotel Astor. Banquet speakers 
will be Lowell Thomas, famous ex- 
plorer and lecturer, and U. S. Manager 
Frederick Richardson of the General 
Accident. 

Addresses at the sales congress will 
be: 

“The First Dozen,” C. D. Connell, gen- 
eral agent, Provident Mutual, president 
New York association. 

“Our Selling Theme—Necessity or De- 
sirability—Which?” H. J. Johnson, gen- 
eral agent, Penn Mutual, Pittsburgh. 

“Sales Resistance Demonstration,” L. 
F. Paret, general agent, and E. R. Sum- 
mer, Provident Mutual, Philadelphia. 

“The Black Shadow,” R. C. Ellis, gen- 
eral agent, Home Life of New York, New 
York. 

“The Unique Position of Life Insur- 
ance Under Section 55A as an Invest- 
ment,” Albert Hirst, counsel New York 
State Life Underwriters Association. 

“My Best Selling Idea,” ten five-min- 
ute talks by C. B. O’Connell, Aetna Life; 
E. V. Carbonara, State Mutual; J. H. 





Brady, Guardian of New York; F. L. 
Lane, Home Life of New York; W. M. 


McDaniels, National of Vermont; F. U. 
Levy, Penn Mutual; R. J. Manheimer, 
Equitable of New York; A. V. Youngman, 
Mutual Benefit; G. L. Hill, Northwestern 
Mutual; N. M. Way, Canada Life. 

“Life Insurance—the Great Stabilizer,” 
W. B. Bailey, economist, Travelers. 








Ohio department $100,000 additional 
capital. It will be recalled that the 
Trans Continental Trust Company re- 
cently purchased about 10,000 shares of 
A. I. U., Inc., stock at $15 a share, 
making available $100,000 for additional 
capital and $50,000 for additional sur- 
plus. But Coyle contested the sale and 
the additional capital was not certified 
to the department. The stock which 
the Trans Continental Trust Company 
purchased was in Coyle’s name but was 
assigned to the Trans Continental Trust 
Company as collateral for a loan to 
Coyle. 

In the agreement, Coyle is given un- 
til Saturday of this week to redeem his 
loan with the Trans Continental Trust 
Company. 





Buffalo Mutual Life Officials 








JOHN M. HULL 
President 


FRANK F. EHLEN 
Director of Agencies 








| Estate Estimated 
At Half Billion Is 
Only $135,000,000 


























Na! 

Fine canvassing material is embodied 
in a report on tax transfer appraisal oj 
the supposed half-billion dollar estate oj 
the late Thomas Fortune Ryan, finan- 
cier, showing that it has depreciated 
since his death in November, 1928, toa HA 
net value of $135,164,110. The ful 
effects of the stock market crash and 
business depression are reflected here T 
for the original estimated value was - 
taken near the peak of investment Pr 
values. Gross value, according to the 
appraisal, is $141,824,497. The Ryan 
estate remains as the second largest ever 
appraised in New York. Th 

Estate Taxes 25 Million falo 

Federal and state estate taxes total old 1 
$25,055,659. The United States tax is a 
$5,011,131, transfer tax is $9,241,187 and B “°" 
the remainder of the $25,000,000, except opera 
for small amounts levied on property in tual 
Virginia, goes to New York State. Buffs 

Funeral and administration expenses — 
were set down at $1,732,549; debts _ 
$4,929,733, mostly in the form of loans nas é 
Legal fees were $1,400,000 for adminis. tion. 
tration, and $81,400 was spent for a 31 sh 
mausoleum. 

Principal assets included $126,646,313 aps 
in stocks and $484,975 in bonds. Ther pene 
was $1,120,234 cash. Appraisal shows home 
that much of the long list of stocks has . ons 
only about half the value shown in 1928 ah | 

bond 

New York Assembly Hears soe be 
Tribute to Life Insurance ya 

000 ir 

In his report to the legislature Mon- its ne 
day evening, in which legislation affect: 
ing non-life companies was _ recom TI 
mended, Superintendent Van Schaick oi = 
New York paid a notable tribute to lit — 
insurance. 

“Life insurance,” he told the legisla a 
ture, “has emerged from the most crit: wn 
ical year in the history of the countr) plan 
with an experience which establishes it Ohio ; 
on a more solid foundation than ever states. 
before. Life insurance contracts have The 
been worth 100 cents on the dollar.” He pany ; 
pointed out that nearly one billion dol Direct 
lars were paid on American claims 1 Mr. FE 
1931. About 11 billions of new insur compat 
ance were written by the companies it for 1 
authorized in New York state. . general 

Mr. Van Schaick reported at the en Preside 
of 1931 there were 903 active organize leading 
tions under the supervision of the de Sag 
partment as compared with 927 at the € is 3 
opening of the year. The trend toward Prises | 
merger, which was noticeable in 193! self to 
continued in 1931. 1 

Makes Recommendations Mr. 

Commissioner Van Schaick reco! 1, 1931 
mended to the legislature that section transfer 
of the general corporation law | instituti 
amended to prohibit the use of the wor perience 
“endowment” by non-moneyed corpor an agen 
tions. Endowment, he said, is ass me Chic 
ciated by the public with insurane bry tt 
Several private companies, he said, w' tat cit: 
insurance features and without super! bresider 
sion by the department have applied t* F7 - the J 
word endowment in their title with ' = a 
sultant confusion to subscribers and ' He + a 
the public. me joir 

Mr. Van Schaick also recommend io 
passage of a law to provide a cash si" By a uran 
render value of industrial insurance “Fy hizath 
the end of five years. During the p® f 
year, he said, many industrial poli¢ . The 
holders have complained to the depa By iginally 
ment that the terms of their polOR® Macon: 
were harsh and there was no protect B® function 
during emergency. a pure pr 

He recommended amendment of “BM it deper 
banking laws to provide that moneys ©F@ ments ¢. 
posited by the superintendent as liqu' death, 
dator shall be preferred on an eq (c 





basis with other preferred deposits. 
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Buffalo Life Now 
Is Legal Reserve 


Name of the Company Has Been 
Changed to the Buffalo 
Mutual Life 


HAS HAD A LONG CAREER 


Two Main Factors in Management Are 
President John M. Hull and Agency 
Director F. F. Ehlen 


The Buffalo Life Association of Buf- 
falo, N. Y., has reincorporated as an 
old line legal reserve company, taking 
the name of the Buffalo Mutual Life and 
operating under the laws governing mu- 
tual companies of New York. The 
Buffalo Life has had a long and satis- 
factory experience. It is a company that 
has always borne an excellent reputa- 
tion. Its financial statement as of Dec. 
31 shows that it has ample resources, 
adequate reserves and sufficient surplus. 
Its assets are $1,181,371. It has bonds 
amounting to $617,605. Its owns its 
home office building in Buffalo which 
is carried at $130,000. It has in bank 
cash $154,996. The average yield on its 
bond investments was 5.2 percent last 
year. Its mortgages amounted to $26,- 
000 bearing 6 percent interest. Its man- 
agement expenses last year were re- 
duced over 20 percent. It has $25,000,- 
000 insurance in force. It started on 
its new basis Monday of this week. 


Developing Two States 


The field organization is being op- 
erated on the branch manager basis from 
New York City, Syracuse, Albany 
Rochester, Buffalo in New York and 
Columbus, Cleveland, Cincinnati, Day- 
ton, Canton and Toledo in Ohio. Its 
plan is to first develop New York and 
Ohio and gradually advance to adjacent 
states, 

The two main factors in the com- 
pany are President John M. Hull and 
Director of Agencies Frank F. Ehlen. 
Mr. Hull is general manager of the 
company. He has been associated with 
it for 15 years, first as vice-president and 
general counsel and then was elected 
president in January, 1931. He is a 
leading attorney in Buffalo and _ is 
widely known in western New York. 
He is a director of many leading enter- 
Prises in his city. He has shown him- 
self to be a very capable executive. 


Ehlen Had Fine Experience 


Mr. Ehlen joined the company May 
1, 1931, and has been valuable in the 
transfer of the company to an old line 
institution. He has had 19 years’ ex- 
Perience in the business. He started as 
an agent for the Equitable Life of Iowa 
in Chicago and then became connected 
With the Otis A. Hann Company of 
that city for 11 years. He became vice- 
President and assistant field supervisor 
of the Hann Company. In this position 
he had much experience in conservation 
work and other phases of the business. 
€ joined the Columbus Mutual Life 
as agent and then went to the American 
nsurance Union to assist in the reor- 
fanization of that company. 


Company Started in 1872 


. The Buffalo Mutual Life was or- 
pully incorporated in 1872 as the 
: asonic Life of Western New York. Its 
unction was to furnish Masons with 
pure protection insurance. Originally 
it depended for its income on assess- 
ments called at the time of a member’s 
death. In 1885, N. O. Tiffany, Sr., be- 

(CONTINUED ON PAGE 10) 





New Men Put on 
As Inflation Seen 


Many General Agents Are Adding 
to Man Power of Their 
Offices 


BELIEVE TIME IS RIPE 


Those Who Have Been Holding Staffs 
Down Are Jumping on Band 
Wagon 


In the belief that a period of inflation 
is imminent in the United States, the 
government apparently being in a mood 
to liberalize the credit structure and the 
Reconstruction Finance Corporation 
now being in operation, many general 
agents in the larger cities, who have 
been deferring adding to the man power 
of their offices for a year or a year and 
a half, are now preparing to put new 
men under contract. 


It is well known that during the de- 
pression new organization has been the 
great white hope of many general agen- 
cies. New men have been more amen- 
able to instruction in modern technique; 
they have not suffered from being in a 
groove and as a rule they have been 
more enthusiastic than the old timers, 
many of whom have become discour- 
aged. However, this has not been uni- 
versally true. Some general agents have 
been disappointed in new men put un- 
der contract in the last two years and 
their experience with new organization 
has been expensive. Especially has this 
been so when a general agent has been 
a proselyter of men accustomed to a 
high standard of living, college gradu- 
ates, etc. Many men of that type have 
been available and they have been taken 


on. 
Plenty of Desire 


However, there is no gainsaying that 
it has been exceedingly difficult for new 
men in the last year or year and a half 
to earn a substantial income. Men of 
attainment, whose contacts are with 
persons ordinarily in a position to pay 
for substantial amounts of insurance, 
have found those contacts not nearly so 
valuable as they had perhaps antici- 
pated. There is no dearth of prospects 
with a desire for life insurance. One 
general agent, for instance, estimates 
that a desire exists or can easily be 
created in six out of ten persons today, 








Much New Business 
Is Received from 
Old Policyholders 


New York led the states for the 
Northwestern Mutual last year in new 
business, its figure being $42,738,620. Of 
this amount 54.10 percent was written 
on former policyholders. Next came 
Illinois with $34,934,590 with 55.89 per- 
cent on old policyholders. Wisconsin 
was third with $26,209,000 with 54.07 
percent. Pennsylvania came next with 
$23,174,650 with 45.87 percent. Ohio 
followed with $20,185,050 with 50.56 
percent. Michigan followed with $17,- 
791,550 with 52.60 percent. Minnesota 
came next with $12,451,000 with 53.23 
percent. Iowa showed $11,171,310 with 
52.08 percent and California had $10,- 
810,634 with 52.64 percent. 

Of the $296,255,502 paid for last year, 
51.91 percent was on existing policy- 
holders. 

New York has $576,136,724 insurance 
in force, Illinois $453,495,404, Wisconsin 
$360,564,255, 











but the proportion of people with a 
capacity to buy is much less, being say 
one out of ten. 

The job of nursing new men through 
their first few months has been un- 
usually great. It has been expensive, 
too, for many of the new men, although 
of high standing, are those whose re- 
serves were depleted when they entered 
life insurance or were already in debt. 
They soon became a financial burden. 

Many general agents have practiced 
the greatest restraint, being tempted by 
the wealth of available material to add 
to their force. They have deemed it 
wiser to wait until there was pretty 
definite indication that improvement had 
set in before putting new men under 
contract, or until they could see im. 
provement in the not distant future, per- 
haps three months away. Some agency 
operators called this turn too soon and 
the experience of many of them has 
been disappointing. 

Bull Market Seen 


Practically all insurance people feel 
that as soon as conditions begin to im- 
prove there will be the greatest bull 
market in life insurance ever witnessed. 
The public has unbounded confidence in 
life insurance. They have learned that 
it is depression proof. The popular con- 
ception is that life insurance is the one 
business that has stood up under the 
depression. The public, it seems, has 
even an exaggerated opinion of the good 
fortune of life insurance. The ordinary 
buyer is not familiar or has given little 


Realistic View of 
' Insurance Urged 


Idle to Say Business Is Depression 
Proof, Executive 
Says 


OSTRICH POLICY NO CURE 


Life Company Statements Less Disturb- 
ing Than Those of Other Cor- 
porations But Not Immune 


New York, Feb, 18.—Life companies’ 
annual statements are far less disturb- 
ing than those of other corporations 
generally but life insurance should not 
and cannot expect to be totally immune 
from what is happening in the rest of 
the business world, according to an ex- 
ecutive who is a close student life 
insurance conditions, 

“Life companies’ statements are no 
better and no worse than I would ex- 
pect them to be under the circum- 
stances,” he said. “It is idle to talk 
about life insurance being ‘depression- 
proof.’ We cannot overlook the depres- 
sion and the fact that it is an extremely 
serious one, There is no reason why 
life insurance shouldn't suffer from 
present economic conditions and it has 
suffered. Business is harder to get; de- 
mands for loans and cash values are 
more urgent; suicide claims are heavier; 
investment values have shrunk. 

“As to increases in policy loans as 
shown by annual statements, of course 
they will be large. And if they result 
in heavy surrenders, what is the use of 
worrying about that? We are dealing 
with hard facts. You cannot cure a sit- 
uation by saying things are not so when 
they are. People are up against it. 
They are not borrowing for stock mar- 
ket speculation or wasteful spending, the 
way they were in 1928 and 1929. They 
are salvaging their families. 

“I don’t view the increase in policy 
loans as serious, I am inclined to look 
at this from the point of view of the 
individual policyholder. Volicy loans 
have done a lot of good. They have 
emphasized a valuable feature of life 
insurance. The way that policy loans 
have come to the rescue will be a good 
advertisement for life insurance in the 
future. 

“A very serious aspect of the present 


of 





(CONTINUED ON PAGE 10) 
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FIGURES FROM DECEMBER 31, 1931, 
COMPANIES __— 


LIFE 





STATEMENTS 


























Gain Prem. Total Benefits Total 
Total New Bus. Ins. in Force in Ins. Income Income Paid Disburse, 
Assets Capital Surplus 1931 Dec. 31,1931 in Force 1931 1931 1931 1931 
$ 3 $ $ $ $ 3 ' $ $ 

Boston Mutual Life, Mass.. 11,161,682 ~— ...... 527,194 34,106,214 71,139,902 2,803,610 8,100,874 3,751,002 1,848,450 3,481,633 
Canada Life ...cccccsesss 204,294,009 1,000,000 2,179,227 119,027,734 1,926,400,026 15,150,929 238,370,111 651,711,853 25,584,206 36,332,653 
Colorado Life ....++..0065 2,321,124 100,000 301,137 18,486,018 30,384,560 5,066,290 870,657 2,320,806 18,988 1,€52,707 
Columbia Life, O......... 4,621,137 200,050 224,571 9,637,589 33,331,682 6,178,531 521,414 1,153,882 530,418 828,672 
Farmers & Traders........ 5,349,079 300,000 263,931 6,629,242 37,075,530 916,035 987,679 1,266,090 367,058 704,125 
Gibraltar, L. & A., Col.... 166,333 100,000 20,113 ..306350.. .. .«sae¥Vee 1,106,250 44,400 153,789% .....- 124,600 
Guaranty Life, Ia......... 6,915,116 200,000 145,840 8,651,841 48.847,193 —5,162,805 1,203,332 2,094,639 840,907 1,415,399 
John Hancock Mut.......621,278,133 = .....+. 43,825,816 265,847,9412 1,940,049,023* 62,253,096 126,493,368 159,953,291 87,575,123 124,785,026 
Lincoln Liberty, Neb...... 3,668,498 100,000 191,401 6,115,435 24,235,354 716,749 1,087,682 1,293,105 244,310 662,691 
Manhattan Mut. Kan...... SSE.17L —«_—— necece 82,309 757,000 6,661,199 —674,000 183,759 233,954 44,270 152,887 
Massachusetts Mut, .......426,899,037 = .....+. 17,280,410 228,816,219 2,158,552,605 1,821,890 73,191,916 108,335,641 50,162,229 73,500,252 
Northw't’'n L, & A., Wash, 297,996 150,000 8,029 269,500 1,484,000 — 60,500 43,932 59,037 4,215 30,647 
Sam Houston Life......... 179,688 100,000 72,094 1,492,550 006,000  sccces 31,806 ae 37,217 
San Jacinto Life, Tex..... 2,841,203 400,000 25,061 8,037,532 27,064,529 1,943,244 615,565 785,572 394,169 729,537 
Security Mut., Neb........ 5,148,845 = =«s cveces 13,£ 6,451,161 $2,530,8855 1,184,000 814,028 1,135,683 514,404 845,281 
Security Mut., N. Y.. 21, “| Serer 60,8 14,218,624 112,565,639 —5,906,461 3,690,502 4,867,236 2,716,890 4,000,739 
Southeastern Life, 8. ,196 200,000 14,824,331 46,290,750 1,651,057 963,127 1,334,936 741,15 1,206,65 
Southern Aid Soc., Va. 159,900 2,604,466 6,262,039 —196,643 643,914 725,163 3 716,817 
Sun Life, Can 2,000,000 " 527,939.214 3,021,035,990 200,283,124 152,500,705 203,864,729 93,2 146,460,176 
Texas Life ...ccccccccvees 200,000 201,5 3,506,360 28,438,049 —2,784,186 812,169 1,133,835 7 1,093,440 
Western & Southern...... 61,182 10,000,000 8,251,779 260,762,367 765,540,996 12,106,883 26,687,372 32,992,610 12,2 23,549,970 
Wisconsin Natl. .......+.+.- 7,135, 680° 400,000¢ 414,011? 6,617,605 43,836,407 —431,879 1,139,324 1,488,138 7 1,143,391 

1. Life and accident. 

2. Ordinary only. Ind, $314,957,103; Gr. $43,327,016, 5. Includes $1,813,370 annuities. 

3. Ordinary only. Ind, $1,407,739,969; Gr. $265,091,308. 6. Includes Casualty Department. 

4. Ordinary only. Ind, $24,364,950; Gr. $11,950,110, 7. 250,000 special funds not included. 
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| New York Life Is 


- On the Air 






Sree 


Wf 






HOUSANDS of congratulatory let- 
ters about our radio programs 
have been received. The purpose 


of these broadcasts is primarily to 
promote the conservation of insurance; and 
the Company hopes that life insurance, in 
general, as well as the New York Life will 


benefit. 


The agents of all companies are invited to 

tune in on our programs every Tuesday 
any of the following 
stations: 


evening on 


9:30 Eastern Time.... 
“ “ “ 


8 330 Central Time. 
“ “ “ ese 
be “ “ sits 


...++-New York .........(WJZ) 
cmmne o MOGRBE weccccccccccd Waa 


.« +... Springfield .......(WBZA) 
.»..+-Baltimore ........(WBAL) 
.w..+-Richmond .......(WRVA) 
.w+.+-Rochester .......(WHAM) 
.»+.+-Cleveland .........(WGAR) 
.ew. Pittsburg ........(KDKA) 
cures ee ccccccccccecl aD 
.»+..-Cincinnati ........(WLW) 
oeeee-Chieago .........(WENR) 
ccccc cle MOTB occ ccccce Aimee 
.....-Kansas City .....(WREN) 
.....-Council Bluffs, Ia. (KOIL) 





HOME OFFICE BUILDING 


NEW YORK LIFE 
INSURANCE COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 
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THE NATIONAL UNDERWRITER 


Carbon Monoxide Menace Is 
Reviewed Before Claim Men 





AFTER-EFFECTS EMPHASIZED 





Many Serious Functional Disorders 
May Follow Where Gas Is Not 
Fatal, Dr. McNally Says 





The death rate from carbon monox- 
ide is now greater than from any other 
poison except grain alcohol, Dr. W. D. 
McNally, consulting chemist of Chicago 
and long connected with the coroner's 
office there, told the Chicago Claim As- 
sociation at its February meeting. Dr. 
McNally said that 63 carbon monoxide 
deaths in private garages had come to 
his personal attention in the last six 
years and that in practically every case 
the victims carried large amounts of insur- 
ance. He said that in many of these cases, 
particularly where the garage doors are 
locked, as is often the case, there is no 
doubt in his mind that they are sui- 
cides, but that fact of course is diffi- 
cult to prove. He pointed out, how- 
ever, that carbon monoxide as a suicide 
method is not anything new, as Seneca, 
famous Roman, chose that method of 
death in 68 A. D. 


Many Serious After-effecis 


A feature of particular interest in Dr. 
McNally’s address was his review of the 
serious effects that may follow when 
the gas does not kill. It may produce 
apoplexy, softening of the brain or 
other nervous troubles, skin affections, 
nephritis, diabetes or other serious or- 
ganic disorders. He said that this pos- 
sibility had not been recognized by the 
medical profession until very recent 
years. However, the only way it can 
be proved that there is a_ sufficient 
amount of carbon monoxide in the 
blood to bring about disturbances of 
this kind is through a blood test, and 
this test, to be effective, must be made 
immediately after the carbon monoxide 
poisoning has occurred. In many cases 
tests made more than 12 hours later 
are negative and in no case can the 
presence of carbon monoxide be proved 
after more than four or five days. 

\ large percentage of those working 
in public garages usually suffer from 
carbon monoxide poisoning at some 
time or other, but usually in a minor 
degree. 

Driver May Be Stupefied 


It was pointed out that carbon 
monoxide from the exhaust is not the 
only menace to the motorist. Enough 
of it may accumulate under the hood 
of the car and filter up into the driver's 
seat to stupefy him and result in a 
serious accident. 

Gas heaters and gas ranges still cause 
a greater number of carbon monoxide 
fatalities than automobiles, although the 
number has been decreased with the 
elimination of the use of gas for light- 
ing purposes. Salamanders in buildings 
under construction also take quite a 
heavy toll from this cause. 

Dr. MecNally’s talk was_ illustrated 
with slides of graphs and charts show- 
ing statistics as to carbon monoxide 
deaths and the percentage of the gas 
necessary to cause death under different 
circumstances, and also by a United 
States government film, depicting the 
danger of carbon monoxide poisoning, 
both in the garage and in the home. 


Smith to Oppose Hobbs 


Charles F. Hobbs, Kansas commis- 
sioner, who has announced his candi- 
dacy for a third term, will be opposed 
in the Republican primaries by John B. 
Smith of Kansas City, Kan. Mr. Smith 
was assistant superintendent for four 
years under W. R. Baker and was a 
candidate for the nomination against Mr. 
Hobbs in 1928. Since leaving the de- 
partment he has been connected with 
life insurance companies. 


February 19, 1939 





Official Dead 








ROBERT K. EATON 


Vice-president Robert K. Eaton of the 
John Hancock Mutual Life died this 
week. He was born Feb. 21, 1867, in 
Boston. He entered the employ of the 
company in 1886 as a clerk and later be- 
came chief clerk of the agency depart- 
ment. In 1903 he was appointed su- 
perintendent of both ordinary and 
weekly premium departments and was 
elected a vice-president and director in 
February, 1917. 

Mr. Eaton, who would have been 65 
this week, had been active up to moment 
of his death, attending all sessions of the 
John Hancock annual meeting the past 
week. He had been with the company 


» 45 years. 








Mutual Life Reorganizing 
Its Territory in Southwest 





Coincidentally with the retirement of 
J. H. Coons as manager of the Mutual 
Life of New York at Albuquerque, N. M, 
the company is rearranging its territory 
in the southwest, discontinuing the 
Albuquerque office and establishing two 
new agencies. F. J. Joyce, manager at 
Phoenix, Ariz., and H. B. Caldwell, 
manager at Pueblo, Colo., have been 
appointed as managers and their present 
ofhces will be reorganized accordingly. 
Mr. Coons retires under the retirement 


plan after serving for more than 25 
years, 18 years of that time being at 
Albuquerque. Mr. Joyce joined the Mu 


tual Life in 1909 and was made district 
manager in 1914. He was made branch 
manager in Phoenix in 1930. Mr. Cad- 
well joined the Mutual Life in 191%, 
becoming district manager in Pueblo in 
1919. Both he and Mr. Joyce have out- 
standing records as personal producers. 





Tellers Are Now Needed 


In General Agencies 





Illustrative of the high public 
regard for life insurance com- 
panies is the story of the laborer, 
clad in a tattered army coat, who 
went to the S. C. Woodard office 
of the Home Life of New York in 
Chicago last week to pay $250 in 
cash on a loan on a $1,000 policy. 
He told the cashier that he might 
have need of that money in a few 
weeks and he wanted to put it 
where he was sure he could get 
it when he wanted it. Mr. Wood- 
ard surmised that the laborer had 
taken the money out of a bank, 
being worried by failures, and was 
virtually using the insurance com- 
pany as a depository. 
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February 19, 1932 


Twisting on Big. 
Scale This Year 


Situation Is Declared Worst in 
History of Life Insurance 
Business 


PRODUCT OF DEPRESSION 


Leaders Are Alarmed at Spread of 
Practice Outside Ranks of 
Professional Twisters 





Disquieting reports come from many 
parts of the country that twisting, an 
old practice always the cause of con- 
siderable concern, after having been of- 
fered the supreme opportunity during 
the period of the stock crash and busi- 
ness depression now is practiced on a 
larger scale by more life agents than 
ever before in the history of the busi- 
ness. 

Twisting, it appears, has gone through 
several stages in recent years to the 
most dangerous one of all in which it 
is being practiced not so much by the 
professional twister of negligible ethi- 
cal standards, with his low cost insur- 
ance and separate investment portfolio 
arguments, but by many persons in the 
rank and file of the profession under 
the theory that the policyholder bene- 
fits. 

Cash Values Life-Savers 


Early in 1929 when stock values were 
soaring and every one who was in the 
market confidently expected to become 
independently wealthy, there was a 
strong incentive to drag down cash 
values in order to multiply them mani- 
fold in speculation. With the stock 
slump came the period of desperation 
when cash values were life-savers to 
preserve the last vestiges of melting 
fortunes. 

In both of these periods the profes- 
sional twisters were in “velvet,” having 
almost more of this business than they 
could do. Low cost insurance was sub- 
stituted in tremendous volume. Thou- 
sands of persons who did not meet or 
would not listen to twisters nevertheless 
made maximum policy loans, placing 
their insurance in jeopardy, and creat- 
ing the exact condition best suited for 
one of the twister’s strongest argu- 
ments: Why pay a double premium 
on a reduced amount of insurance? 


Peculiar Appeal Lost 


_ But the continued slump of all other 
investments save life insurance de- 
Prived the professional twister of one 
of his strongest appeals by which he 
caused policyholders to drag down cash 
values—the possibilities of large returns 
on separate investments as compared 
with the small investment return in life 
insurance, 

. For a time it seemed as if the twist- 
ing situation in this country were get- 
ting in hand. Underwriters’ associa- 
tions got busy and brought pressure. 
In many sections, especially in Chicago, 
they were highly successful against the 
better known twisters, forcing them to 
return commissions on twisted business 
and securing cancellation of the substi- 
tuted policies and reinstatement of the 
Original ones. 

More Insidious Trend 


. But all the while the present far more 
insidious and dangerous situation was 
developing, fostered to some extent by 
the growing realization that something 
radical had to be done about much of 
this insurance carrying maximum or 
(CONTINUED ON PAGE 11) 
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FIDELITY FACTS 
December 31, 1931 

Tenpraramce fm SOTCGL cc ccccccccccsccccccccccscsccsecess $423,345,198 | 
Payments to policyholders and beneficiaries— 

During 1931 ........ccsccccccccccceccescccseceees 11,518,546 

Since organization ..........scsccccescsccsccescess 146,528,764 | 
Paid to and held in trust for policyholders.............. 244,194,499 | 
OEE cv pen ewebeddeneneGs seeeecdenebuccessncese 98,138,711 
EL. cc vduecotipee 664eneestces ch behakhinnean 92,637,567 | 
PED hc ccc cesccvcnnctecrcetedstes sevictecesseosees 5,501,144 | 
Gain in last five years— | 

Ee et EC ee eT ee 25.94% 

PE 2 n0c ea aaeeie tanh ésidathanesess ates beepeeteeet 38.49% | 

Ee ee eee ee 37.44% | 











STRONGER THAN EVER 


In 1931—one of the worst years in modern times— 
Fidelity Mutual actually strengthened its financial position. 

It had the lowest mortality ratio in its experience— 
54.8%. It increased both its assets and its surplus. It made 
necessary adjustments in it investment valuations and main- 
tained the highest dividend scale in its history. 


It will continue that scale in 1932. 


It operates in thirty-nine states, including New York, 
and has room in its field force for men of the right type. 


ASSETS 
Business and _ residential mort- 

DE .ucdhan eee bnenesenentaeed $37,286,183.47 
6b esi a ehenne 20,231,189.43 
R. R. and R. R. Equipment Bonds 12,393,192.84 
Public Utility Bonds............ 11,631,262.89 
lO eee 4,144,211.99 
Government, State and Municipal 

Ni a a ai aria er ed alk 3,655,865.69 


Premiums in course of collection. 2,995,153.25 
Interest and rents due and accrued 1,650,274.69 


Farm mortgages ...............- 1,628,070.58 
Bank and other preferred stocks.. 1,114,756.56 
es oe cee ak eelenhl 1,092,437.85 
Cash in Banks and in office...... 316,111.90 

| EE ee er $98,138,711.14 


*Includes Head Office and adjacent properties. 


- LIABILITIES 


Insurance Reserve required by law 

to mature Policy Contracts... .$80,793,841.65 
Present value of amounts not yet 

due on matured Instalment Pol- 


icies and disability claims...... 3,574,749.00 
Policy claims in process of settle- 

SUE bob ne sasnscntocneccesavae 580,139.20 
Premiums and interest paid in ad- 

WEES cctncncecunevncespéxeevs 418,285.49 


Estimated amount of Federal and 
State taxes payable in 1932.. 
Salaries, rents, commissions, ac- 
counts, etc., due or accrued.... 146,939.55 

DISTRIBUTION OF SURPLUS: 

Apportioned to Annual Dividend 

Policies and payable during 

SE cceeceearaseseseneenanns 3,445,852.56 
Apportioned to Annual Dividend 

Policies and left with the 

Company at interest......... 2,785,977.88 
Apportioned to Deferred Divi- 

dend Policies and payable dur- 


360,000.00 


SE cau weasaueccaunndshe 68 494.88 
Accumulations under Deferred 
Dividend Policies ............. 463,287.24 
Reserve for contingencies (Sur- 
SD .cvengcewecenebestesnaes 5,501,143.69 
TOTAL LIABILITIES.......$98,138,711.14 


THE FIDELITY MUTUAL LIFE INSURANCE CO. 


PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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Scene on the beach at St. Petersburg, Florida, where NwN L Fieldmen will bask in the sun, 
March 8th to 10th. Vinoy Park Hotel, Convention Headquarters, in the background, 


STEALING THE MARCH 


ON MARCH 


In December and January, winter sports and 
spicy winter air may hold a thrill for many— 
but not in March. By then snow has like as not 
turned to slush, the skating rinks are closed, 
skis and toboggans have been stored away. The 
weeks of semi-winter ahead look like an un- 
broken chain of gloom. Then will NWNL’s 
heavy hitting producers steal the march on 
March, taking the NYNL special to Florida. 

In sunny St. Petersburg, bathing, golf, and 
fishing under ideal conditions will break Win- 
ter’s spell, and send these life underwriters 
back with renewed energy to their appointed 
task of producing more new business each 
month than they did in the corresponding 
month of the year before—a task, by the way, 
that they have successfully performed for seven 
consecutive months. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, pazsiwent 


STRONG~ Minneapolis Minn. ~ LIBERAL 


betes 
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Danger Seen in Special 


Drive for Annuity Forms 





There are profound students of in- 
surance, who view with the utmost con- 
cern the great impetus in the sale of 
straight life annuities, deferred annui- 
ties, single premium and other forms 
that partake more of the nature of in- 
vestment than of insurance. 

Executives, who are alarmed, believe 
that the companies are headed for a 
trap even more painful than that of dis- 
ability and even more ineluctable. 

The great mistake, according to ex- 
ecutives of this conviction, is that the 
mortality assumptions are too high. 
Whereas in the obsolete tables of mor- 
tality, upon which life insurance pre- 
miums are based, there is a wide mar- 
gin of safety because of the difference 
between the ratio of actual to expected 
mortality, in basing annuity payments 
on that table or even on modifications 
of the table, the companies are on the 
other side of the fence and the savings 
in mortality are likely to be a boomer- 
ang. 

Continental Experience 

Annuity statistics are based pretty 
largely on continental experience. In 
Europe, the rank and file of the public 
is annuity-minded. The first thought of 
a man who accumulates an excess of 
funds or comes into extra money is 
to buy another annuity and so increase 
his income. Therefore, the mortality 
of annuitants corresponds more pre- 
cisely to the general mortality than in 
this country, where there is undoubtedly 
a selection against the company. 

Those who anticipate that the mor- 
tality experience will be adverse, con- 
tend that it is unwise to issue a con- 
tract, depending on margins of safety 
in the expense loading and excess in- 
terest rate to take care of possible grave 
mistakes in mortality. 

Of course, on a 3 percent reserve as- 
sumption, in the later years of an an- 
nuity before maturity there is latitude 
for making adjustments to actual ex- 
perience, but that would call for cour- 


age. To reduce dividends in the later 
years would be a shock to the annuitant 
and the issue would arise as to whether 
to continue the dividends for competi- 
tive purposes and make up the deficit 
out of the life insurance pocket or 
whether to make drastic dividend cuts 
and face the attack of competitors. 


Upsetting to Fundamentals 


The whole trend towards more or 
less pure investment forms is likely to 
be upsetting to life insurance funda- 
mentals, according to the gloomy 
prophets. Being on the winning side 
of the American table of mortality, life 
insurance companies have tremendous 
margins of safety which are unparal- 
leled in any other enterprise. The 
steady stream of income for practically 
all companies, even in the test year of 
1931, was adequate to meet all obliga- 
tions, pay dividends and provide a resi- 
due for investments. Many companies, 
in their annual statements, are com- 
menting on the fact that they were not 
called upon to sacrifice any securities t 
meet cash demands. 

But those who are opposed to the 
extension of the sale of annuities ona 
competitive basis feel that the various 
investment forms provide an uneven in- 
come, and create excessive cash liabili- 
ties. Some companies, for instance, 
issue such a liberal single premium pol- 
icy that at the end of the first year the 
policyholder can withdraw an amount 
which, together with the dividend equals 
97 percent of his premium. Thus, it is 
not inconceivable, that, if annuity and 
other investment forms are widely sold 
on an inadequate basis, income might 
not be adequate to take care of outgo; 
there would be nothing left for invest- 
ment and securities would have to be 
disposed of. 

The annuity question is destined for 
much study, particularly now that the 
more immediate problem of disability 
has been definitely tackled. 








Treasury Ruling Reworded 
as to Insurance Exemptions 





The main ruling of the treasury de- 
partment on the exemption of life in- 
surance proceeds from the federal estate 
tax has been reworded so as to recog- 
nize the modification of the old ruling 
which was brought about by the new 
ruling secured by the Myrick commit- 
tee which did away with the payment 
of premiums as the criterion of exemp- 
tion and substituted legal incidents of 
ownership as the criterion. It will be 
recalled that the committee, headed by 
Julian S. Myrick, general agent in New 
York City for the Mutual Life of New 
York, induced the treasury department 
to modify its ruling in order to prevent 
the wholesale twisting of policies which 
was induced by the interpretation of the 
ruling to the effect that the proceeds of 
policies payable to a named beneficiary 
were exempt in toto from the federal 
estate tax if the premiums were paid by 
other than the assured. 

Under the modification, as obtained by 
the Myrick committee, the proceeds are 
exempted in toto if the assured divests 
himself of all legal incidents of owner- 
ship, such as the right to change a ben- 
eficiary, the right to borrow, etc. 

The rewording of the latest ruling is 
treasury decision 4331, amending article 
27, regulation 70 as amended by T. D. 
4296, making it clear that insurance in 
excess of $40,000 payable to beneficiaries 
other than the estate is subject to es- 
tate tax when taken out by the decedent 
upon his own life, as defined in article 
25, where the decedent retains legal in- 





Some Illinois Life Agents 
Will Need to Get Licenses 





At the roundup of fire and casualt 
agents in Springfield, Ill, last week t 
hear about the mechanics of the new 
agents, brokers and solicitors licenst 
bills which become effective in that 
state March 1, it developed that | 
agents under certain circumstance 
must be licensed. The life agent w! 
writes other lines than life for any com- 
pany except his own must have cit! 
a broker’s or agent’s license. That 
would indicate that a life insuranct 
agent who places accident and healt 
with another company must be license¢ 

Some of the accident and health gen- 
eral agents have stated that they wi! 
not accept business from life agents 
other companies unless those agents ar 
licensed. Probably most life agents, u® 
der these circumstances, would get * 
broker’s license, the cost of which " 
Cook county is $10 and in the rest 
the state $5. Application blanks 1 
brokers’ licenses are obtained direct 
from the insurance department. 

Some life agents, however, may pr 
fer to get agents’ licenses if they 
placing all of their non-life business 
with one company. The cost of 
agent’s license is $2 and the blanks 2° 
obtained from the companies, wh! 
turn them in, after they have been file 
to the department. There is no direc 
association between an agent and t 
department as to agency licenses 














cidents of ownership of the policies 4°" 
ing his life time. 
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Fruitful Future 
Stretches Ahead 


Whatley Sees Life Insurance on 
Threshold of Its 
Golden Era 


HAS PUBLIC CONFIDENCE 


Past President of National Association 
Draws on Past for Conclusions in 
St. Louis Talk 


Life insurance has gone through three 
great epochs, each an acid test, and is 
emerging into a fourth, refined by the 
fire and with potentialities of far greater 
strides in the next decade than in any 
similar period of the past, S. T. What- 
ley, general agent Aetna Life, Chicago, 
and past president National Association 
of Life Underwriters, told the St. Louis 
Association of Life Underwriters at a 
meeting Thursday. 

Mr. Whatley drew his conclusions on 
the subject “What the Next Decade 





Holds for Life Underwriters” from the 
experience of the past. 


Millions in Vaults 


“We know that there are hundreds 
of millions of dollars in the safe de- 
posit boxes of this country today be- 
cause of fear,” Mr. Whatley said. “We 
know that many Americans today are 
willing to sacrifice all return for safety. 
Hence they have locked up their cur- 
rency. 

“We know that thousands now will 
invest in only the most conservative 
type of investment. The greed for re- 
turns has given way to a demand for 
safety. Who will coax these idle dol- 
lars out of the storm cellars? The life 
insurance salesman fortified with the 
background of confidence so well earned 
by his companies through past per- 
formance? 

“These dollars will again go into cir- 
culation and gradually the business of 
our nation will resume and with it will 
come a resumption of public confidence. 


Sustains Storer’s Views 


“If you have not read Elbert Storer’s 
presentation of life insurance as an in- 
vestment, let me urge you to do so, 
for in my opinion the greatest success 
during the next decade will be made 
by those life insurance men who sell life 
insurance as opposed to death insurance. 
We are, as never before, in a position 
to compete for the savings dollar and 
the investment dollar. 

“If we fail to do this, then I can only 





say that we have profited none by our 
knowledge of the past, for it has failed 
to give us an understanding of the pres- 
ent and an insight to the future. 

“In order for a man clearly to inter- 
pret what the future may hold for him 
or his business, he must clearly under- 
stand the present, and to do this he 
must be familiar with the past. 


Notes Armstrong Quiz 


“In 1906 the assets of the American 
legal reserve companies totaled $2,900,- 
000,000. This was after our 60 years 
of operation in this country. Then came 
the famous New York investigation, out 
of which grew the Armstrong law. 

“There was not a country newspaper 
but which was filled with stories of the 
corruption of life insurance. Just about 
that time I was emerging from college 
and on every hand I was told that life 
insurance could never recover from the 
unmerciful glare of publicity which had 
been turned upon it. Many men, then 
engaged in the business, deserted it be- 
cause of this fear for its future. Yet 
in 1908, it did emerge purged and 
cleansed, into a period of public con- 
fidence which it had not previously en- 
joyed. 

Government in Business 


“Then we come to the second period, 
which is more familiar to the younger 
men, the period of 1917 when our own 
government entered the life insurance 
business and granted life insurance to 
soldiers who were about to face the 
hazards of warfare—at lower rates than 








Kelly Chosen Head of 
New Jersey Department 











Col. W. H. Kelly of East Orange, 
well known to the insurance fraternity, 
has been appointed commissioner of 
banking and insurance of New Jersey, 
succeeding Frank H. Smith. Col. Kelly 
was one of the organizers of the East 
Orange Trust Company and is chair- 
man of the Essex county Democratic 
committee. He takes office Feb. 27. 








could be quoted to non-combatants by 
our private companies. How many of 
you remember the howl which went up 
from our own ranks? 

“Our business again emerged into a 
period of greater prosperity and enjoyed 
even greater public confidence because 
of the stamp of approval which had been 
put on it by our national government. 

“During the 23 years from 1906 to 
1929 their assets had increased to more 
than $18,000,000,000. 


Considers Depression 


“And now we come to the third great 
epoch or period of our business, the 
present period of business depression; 
a period when all types of business have 
been subjected to the most severe strain 
within the memory of any of us present. 

“And what has happened to legal re- 





(CONTINUED ON LAST PAGE) 
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shows growth and 
additional strength in 1931 
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Here are the interesting figures showing how in 1931 one Insurance Company 


still further strengthened its financial position. 


>>> 








cn 


SOURCES OF 1931 INCOME 


New premiums on business written in 1931............. $ 199,435 
This was $17,706 more than the new premiums for 1930. 
Renewal premiums collected in 1931 were.............. 1,289,440 
Which is $42,536 more than renewal premiums for 1930. 
Interest received on investments during 1931............ 365,236 
$30,007 more than interest receipts in 1930. 
Balance of the Company’s income was............-+-++: 126,565 
All of these items of income for 1931 total.............. $1,980,676 
Which is $109,447 more than the income for 1930. 
USES MADE OF 1931 INCOME 
Of the $1,980,676 of income there was paid to policyhold- 
Oe ee vv cnedesdsnenens ecnaskebace $ 933,248 
Which was $230,081 more than in 1930, including death claims, 
policies surrendered, policy dividends, dividends left to accu- 
mulate and payments on monthly income or installment 
policies. 
| Commissions to agents and expenses of the Agency De- 
partment at the Home Office were..............e-ee0: 182,657 


| Medical examinations and inspections of applicants for 


} Mew Reemrenes te BOGE Cask Whe ccc cee icccsccoewcsercs 12,215 
Investment expenses incurred in 1931 were............ 46,270 
| Payments to Shareholders (same as last year).......... 12,000 
| Taxes, fees and agent’s licenses cost in 1931............ 17,191 
This total is $1,505 above the 1930 figures. 
| Total of Home Office expenses for 1931 were........... 139,312 
$30,272 less than the same items cost in 1930. 
This makes total expenditures for 1931 of............. 1,342,893 


| This accounts for all the 1931 income except $637,783. 


AN ANALYSIS OF THE ASSETS 


We have previously accounted for all of the Company’s 
income received during 1931 except...............00. $ 637,783 


Ledger assets as of December 31, 1930, were........... 
Adding the $637,783 saved during 1931 to this figure we have 
ledger assets as of the end of 1931 of 


6,870,989 
7,508,772 


These ledger assets of $7,508,772 consist 


SNL. ctweeseseeceeee $4,161,576 gain over 1930 $108,446 
i i ea 1,878,654 gain over 1930 165,896 
PO BORG: ciccccsnuces 1,063,153 gain over 1930 246,578 
gS rr ee 281,693 gain over 1930 50,320 
GE Ktatdindndcsnnaeesor $1,053 gain over 1930 24,557 
Miscellaneous .........+.. 42,643 gain over 1930 41,986 


Mortgages are on real estate in Wisconsin and Minnesota 


worth more than double the amount 


ried at face of loan foreclosed except 25 pieces sold on land 
been carried at $119,567. 
During 1931 we took over 17 pieces for $89,890, and sold 6 
Bonds are carried at amortized value. 
Premiums due and unreported on Dec. 31............+4. $ 
Interest due and accrued on investments of.............. 
Admitted Assets are these items plus Ledger assets, less 
non-admitted assets of $43,380 or. 


WHAT THE ASSETS COVER 


contract for $133,925 which had 


pieces for $31,900. 


The heaviest liability is Policy Reserves of............. $6,436,970 
Dividends left with the Company amount to............ 333,584 
Claims as yet unpaid and accrued bills total............. 27,083 
Miscellaneous Items of Liability amount to............. 67,884 


This includes estimated taxes for 1932 of $24,000; premiums 
and interest paid before due date, $24,384, etc. 
Surplus to policyholders thus amounts to............... 
Which is the difference between these liability figures and 
This is the margin of safety carried in as- 
sets by the Company over and above the $6,436,970 required 
by law to fulfill the Company’s obligations to policyholders— 
a margin of about 10%. This surplus consists of: 


the total assets. 


( ‘ontinge ney reserves 


A cushion to meet investment losses or extra 


mortality 
Capital Stock 


Extra protection for policyholders 
Dividends apportioned to Policyholders Payable in 1932. . 
This is in reality an additional protection to Policyholders, 
for this fund is continuously kept at this or greater size by 


monthly additions. 


And so the Total Liabilities balance assets of........... $7,761,025 


md>- 
of: 


loaned; real estate is car- 


180,054 


115,579 


ee ee ee ne tee $7,761,025 


639,162 


pas eeeenvesee rene $539,162 


100,000 


256,342 





al 


Insurance in Force 


- $49,025,370 —A gain for the year of $879,464 


Home Office, Madison, Wisconsin 
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HARTFORD 





HE PROTECTIVE VALUE of 


life insurance has long been accepted. 


Now the public turns with increased 


confidence to life insurance as an 


investment. You who sell must be 


aware of this trend and of the broad- 


ened opportunity it brings to you. 


These are days when you can make 


lasting business friends. 


AETNA LIFE INSURANCE COMPANY 


CONNECTICUT 























Insured Solvent When Risk 
Written; Not Attachable 





DECISION IN MASSACHUSETTS 





Creditors Can’t Collect Even Though 
Insolvent Corporation Paid Part 
of Premiums 





Although an assured may cause a 
bankrupt corporation, of which he is 
president, to pay premiums on his per- 
sonal insurance, the proceeds are not 
attachable by creditors if the insurance 
was taken out while the policyholder 
was solvent. This, in effect, was the 
decision of the Massachusetts supreme 
judicial court in Proctor vs. MacClas- 
key. 
MacClaskey was president, treasurer, 
general manager and majority stock- 
holder in the Phoenix Bond & Mort- 
gage Co., a brokerage concern. He died 
Dec. 14, 1930. He took out life insur- 
ance policies in 1912, 1918, 1923, 19206 
and 1929 of which Mrs. MacClaskey 
was the beneficiary. During 1929 and 
1930 he caused the Phoenix Bond & 
Mortgage Co. to pay total premiums on 
these policies of $2,599. Since his death 
Mrs. MacClaskey has received $68,469 
upon the policies. 


Trustee in Bankruptcy 


Proctor is the trustee in bankruptcy 
of the Phoenix Bond & Mortgage Co. 
He contends that these payments were 
in fraud of the creditors of the corpora- 
tion. He alleges that MacClaskey’s es- 
tate is insolvent and Mrs. MacClaskey 
has not sufficient assets to meet the 
claim except for the proceeds of the 
policies. 

The Massachusetts supreme judicial 
court held that the demurrer was sus- 
tained properly. Under G. L. C, 175, 
Sec. 125 as amended by St. 1928, c. 176, 
Sec. 1, and Sec. 126, as amended by St. 
1928, c. 176, Sec. 2, the proceeds of the 
policies are secured absolutely to Mrs. 
MacClaskey, unless a right in premiums 


| paid in fraud of creditors exists in 


Proctor. Whatever rights Proctor has 
must be derived from the statutes. 

He procured them and he made the 
changes of beneficiary in thoSe not 
originally issued with the wife as bene- 
ficiary. All was before any payment of 
premiums by the corporation. The court 
cannot interpret the statutes to grant the 
right claimed in the action to any but 
creditors of the person who effects the 
insurance. And that is the one who 
takes out the policies or procures them 
to be taken out. 


Prospect Service Bureau Formed 


Creation of a prospect service bureau 
to aid in the sale of retirement income 
insurance is announced by the Con- 
necticut Mutual. A test of the system 
has been conducted for several months 
in nine agencies and it will now be ex- 
tended. Clerical work under the plan is 
at a minimum in agency and home office 
and a complete checkup of actual sales 
made to date is recorded. 


Curry Back in Life Field 


After spending several years in the 
fire business, Spencer B. Curry of 
Washington, D. C., has decided to re- 
turn to life insurance, reassociating with 
the Union Central Life as a special 
agent. He has been elected vice-presi- 
dent of the District Agency Company, 
with which he was identified until he 
became vice-president of the Great 
National several years ago, subsequently 
becoimng its president. 


Merges with New England Reserve 


KANSAS CITY, MO., Feb. 18.—The 
Life Extension Insurance Company, 
which recently was organized by a 
group of Kansas City men, has been 
merged with the New England Reserve 





Life, headed by R. W. Stith. E. T, 
Swobe, one of the chief organizers of 
the former company, becomes vice presi- 
dent and a director in the latter. He 
will be managing director of the life 
extension department of the New Eng- 
land Reserve. 

In the transaction the New England 
Reserve acquired the trust funds of the 
projected Life Extension. The New 
England will promote the sale of the life 
extension policy designed by Mr. Swobe 
and copyrighted by him. 





































































Inspirational Talks to Be 
Mid-Year Meeting Feature 





NEW YORK, Feb. 18.—An innova- 
tion at the mid-year meeting next week 
of the executive committee of the Na- 
tional Association of Life Underwriters 
will be a group of four or five five-min- 
ute inspirational talks on modern trends 
in life underwriting, G. E. Lackey, chair- 
man of the executive committee, has 
announced. The executive committee 
will meet Feb. 27, at the Hotel Stevens, 
Chicago. The board of trustees will 
meet the day before. 

Reports will be received from Presi- 
dent Elbert Storer and other officers 
and committee chairman, including the 
report of O. Sam Cummings on the pro- 
posed reorganization of the association's 
constitution and by-laws. 


Sentinel Life Election 


KANSAS CITY, MO., Feb. 18-— 
F. C. Harvey is re- “elected president of 
the Sentinel Life. E. G. Trimble was 
re-elected chairman of the board. R.§ 
Tiernan, president of the American Say- 
ings Life, was made chairman of the 
executive committee and the finance 
committee of the Sentinel. 

T. Mayall, vice president of the 
American Savings, was elected vice 
president and general manager of the 
Sentinel, and D. Sharpe, American Sav- 
ings treasurer, was elected to the board. 


Midland Mutual’s Medical Director 


President H. B. Arnold of the Mid 
land Mutual Life has been going over 
the field carefully in order to select a 
new medical director to succeed Dr. 
Frank Harnden, who becomes medical 
director of the Berkshire. Dr. A. R. 
Stone, associate medical director of the 
Missouri State Life, goes to the Mit 
land Mutual as medical director. He 
has had practical charge of the medical 
underwriting of the Missouri State. 


Southern General Soon to Start 


Frank Heaton, general manager of the 
Southern General Life of Memphis, 
which is being organized, stated it ' 
expected to start writing business ™ 
about 90 days. Mr. Heaton said satis- 
factory progress is being made in the 
sale of the stock. It is to have $100,(00 
capital and the same amount of surplus. 
At the outset it will confine its opera 
tions to Tennessee, Arkansas and 
Mississippi. 


National Fidelity Dividend 


KANSAS CITY, MO., Feb. 18.—Dr 
rectors of the National Fidelity Lite 
declared a dividend of 6 percent, equa 
to 30 cents a share on the $5 par value 
stock. A 3 percent dividend was paid 
in 1931. Earnings in 1931 increased 
approximately 20 percent and assets ! 
creased $410,600. F. E. Young wa 
elected vice president and actuary, Ralph 
H. Rice, Jr., formerly assistant secre 
tary-treasurer, was made a vice presi’ 
dent and H. A. Huncilman was elected 
assistant secretary. 


Mil hee nae 


W. C. Kenney, E. W. Koepke 


Two general agency appointments 
have been made by the Continental 
Assurance of Chicago. W., C. Kenney, 
Inc., St. Paul, is named for that city 
and vicinity and W. Koepke # 
Saginaw, Mich., and environs. 
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| Gubernatorial Plan 
for Unemployment 
Insurance Adopted 


Nine items are set forth in a specific 
form of unemployment insurance recom- 
mended by an interstate commission on 
the subject representing the governors 
of Massachusetts, New York, Ohio, 
Pennsylvania, New Jersey and Connec- 
ticut, made public by Governor Ely of 
Massachusetts. 

The plan proposed contemplates com- 
pulsory establishment of statewide sys- 
tems of unemployment reserves, pay- 
ment by each employer of contributions 
amounting to 2 percent of his payroll, 
payment by each employer to constitute 
the unemployment reserve of his firm 
and to be treated so in the account; 
maximum rate of benefit 50 percent of 
employe’s wage or $10 a week, which- 
ever is lower, and maximum period of 
benefit, ten weeks within any 12 months; 
financial responsibility of an employer 
to be strictly limited by the amount of 
unemployment reserve; where accumu- 
lated reserve per emplove exceeds $50, 
employer’s contribution shall be reduced 
to 1 percent of his payroll, and when 
reserve reaches $75, he shall make no 
further contribution to this fund until 
the reserve again falls below that figure; 
the state to act as custodian, investor 
and disbursing agent of reserve fund; 
the state to take prompt steps to extend 
its public employment service; the un- 
employment authorities to create stabili- 
zation agencies. 

Employes suffering unemployment be- 
cause of short time employment would 
be eligible for benefits whenever their 
week's wages were less than 60 percent 
of their average weekly wage; but the 
benefit for part unemployment would 
not exceed the difference between the 
wage actually received and 60 percent of 
the employe’s average weekly wage, and 
in no case would it exceed $10 a week. 





Billheimer and Associates 
to Organize Life Company 





KANSAS CITY, MO., Feb. 18— 
W. B. Billheimer, widely known sales 
counsellor, and a group of Kansas City 
associates, have organized Midwestern 
Holding Corporation for the purpose of 
securing capital with which to acquire or 
organize a life company. 

Associated with Mr. Billheimer in the 
hew company are Noah Crooks, former 
internal revenue collector here; Dr. 
E. L. Mathias, Kansas City doctor, who 
Wil act as medical director; L. J. Baer, 
president of L. J. Baer & Co.; M. H. 
Winger, lawyer, general counsel; G. 
riggan, capitalist; G. D. Kirk and Dr. 
+ - Jones. 


Condemns “Unofficial Articles” 


Commissioner Spencer of Maine has 
issued a warning to life companies to 
end the distribution on the part of their 
agents of “unofficial articles,” reflecting 
upon other companies. “Unofficial arti- 
cles,” he defines as those not emanating 


irom supervisory or authoritative 
sources, 


Paul G. Eger Resigns 
LANSING, MICH., Feb. 18.—Paul 


Eger, assistant attorney general, who 
has been legal adviser to the Michigan 
department for some time, has resigned 
to become attorney for the receiver of 
the American State Savings Bank here 
and will enter private practice as a 
member of the firm of Kelley, Sessions 
& Warner. Sid A. Erwin, Detroit, has 
been named to the attorney general’s 
staff and will represent the department 
in the future. 

‘ jAmong the outstanding cases in 
vhich the department was represented 


G 


y Mr. Eger was that of the Security ! 





Life of Chicago, which brought injunc- 
tion proceedings against Commissioner 
Livingston when he refused to relicense 
the company in 1931. The company 
recently withdrew its suit when it was 
up for hearing in federal court. 


Fidelity Union Leaders Meet 


More than 75 leading producers of the 
Fidelity Union Life assembled in Min- 
eral Wells, Tex., for their annual con- 
vention. Vash Young, Equitable Life of 
New York in New York City, was the 
featured speaker. 

C. Bradley, vice-president and 
agency director, presided. The topics 
discussed included plans for 1932 and 
reviews of the past year. Those in at- 
tendance from the home office were 
President Carr P. Collins, vice-presi- 
dent; Earl B. Smyth, N. B. Gammill, 
actuary, and Mr. Bradley. 


Another Reynolds Grandson 


President J. B. Reynolds of the Kan- 
sas City Life is reported as continuing 


to celebrate the arrival of his second | 


grandson, Feb. 12. Of course the child, 
Walter Edwin Bixby, jr., did not need 
to be born on the birthday anniversary 
of the Emancipator for his grandfather 
to know he is going to be a great man. 





W. E. Bixby is assistant secretary of 
the Kansas City Life. The Reynolds’ 
first grandson was named for the grand- 
father. 


Propose New Virginia Law 


RICHMOND, VA., Feb. 18.—Spon- 
sored by the Virginia department, a bill 
was to be introduced in the legislature 
of this state this week placing restric- 
tions around investments of domestic 
life companies. As drafted, it provided 
reserves protecting policyholders shall 
not be invested in common stocks of 
other companies and only the excess 
above the minimum requirements of 
capital and surplus may be invested in 
such stocks. Proposed legislation is de- 
signed to prevent the indiscriminate use 
of proposed funds for acquiring stock 
control of other companies. All compa- 
nies chartered in Virginia would be 
affected, whether home offices are in 
that state or elsewhere. 


Cleveland Congress March 12 


The Cleveland sales congress will be 
held March 12. The speakers are to be 
Albert W. Atwood, William H. Beers, 
Ralph G. Englesman, Roger B. Hull 
and Henry North. It is expected that 
congresses in Columbus, Cincinnati and 





Toledo will be held early in March but 
definite dates have not been set. 


Will Conduct Sales School 


The Great American Life and the 
Continental National Life of San An- 
tonio, are planning to conduct a sales 
school under the supervision of W. J. 
Hiller, vice-president and actuary, who 
was dean of the life insurance school of 
the University of Nebraska for a num- 
ber of years. 





Insurance Families United 


Miss Lucy Grant, daughter of W. T. 
Grant, president of the Business Men’s 
Assurance, and Charles Norman Sears, 
son of C. N. Sears, secretary of the 
Kansas City Life, will be married April 
2. The bridegroom to be has been in 
the claim department of the Kansas City 
Life for three years. 

Harris in Kansas City 

Henry Camp Harris, vice-president of 
the Texas Security Life, spoke before 
members of the sales force of the Kan- 
sas City branch of the Business Men’s 
Assurance. President W. T. Grant of 
the Business Men’s gave Mr. Harris a 
luncheon at noon, which was attended 
by the executives of the Kansas City 
companies. 
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MR. YOU 


During the past few months we have been 


telling you about our ORGANIZED SALES 


» » » 


As further evidence of the success of this 
plan, The Minnesota Mutual enjoyed, not only 
the greatest volume of regular business it has 
ever enjoyed during its December “Randall 
Month,” but production of regular business dur- 
ing 1931 exceeded the production of this class 
of business for any one year since this Company 
was organized in | 880. 


Any man intent upon success cannot afford 


to pass up the opportunity the ORGANIZED 
SALES PLAN offers. 


If interested, fill in the coupon below and 


I 

The Minnesota Mutual Life Insurance Co., 

i St. Paul, Minnesota 

I am interested in your ORGANIZED SALES PLAN. Please give 
j me full particulars. 

I 
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Detroit Actuaries Discuss 
Disability Reserve System 











DETROIT, Feb. 18—The reserve 
system of the Detroit Life for disability 
and double indemnity, together with the 
company’s new setup for these features, 
was outlined in detail by A. T. Leh- 
man, its actuary, at the Detroit Actu- 
arial Club’s February meeting. Presi- 
dent A. A. Speers, Michigan Life, con- 
ducted the session. 

Other actuaries who told of the 
changes in their disability and double 
indemnity clauses were J. E. Little, 
Maccabees; Mr. Speers, of the Michi- 
gan Life; Mr. Rohm, American Life, 
and A. G. Gabriel, general agent Mid- 
land Mutual, who was admitted to mem- 
bership. 


Group Recommendations 
to Be Thoroughly Digested 





NEW YORK, Feb. 18.—The Group 
Association, comprising the principal 
group-writing companies, met this week. 
with 30 representatives from 14 com- 
panies. A number of recommendations 
were passed upon but these will have 
to be recided upon by the members be- 
fore they become effective. Pending 
these decisions no announcement is 
being made by the Group Association. 
The Aetna Life was appointed as a com- 
mittee to study the entire subject of 
group annuities, a subject of rapidly 
growing importance. 


Walter Cluff Recuperating 


Walter Cluff, educational director of 
the Kansas City Life, who has been 
ill at his home for several weeks, is 
improving, although he will be confined 
for several weeks more. His doctor has 
ordered a rest cure. 





New Men Put on 
As Inflation Seen 


(CONTINUED FROM PAGE 3) 


thought to the investment difficulties of 
the business, policy loans, disability 
troubles, etc. Therefore, when money 
becomes easier, when those employed 
have a more comfortable feeling about 
the security of their positions, when 
unemployment is reduced, the anticipa- 
tion is that life insurance will be bought 
plentifully. Therefore, if the upgrade 
can be detected, new men will have a 
great opportunity and will prove valu- 
able assets to the general agent. 
General Stimulation Seen 


Of course, the present spurt in stock 
and bond market prices may prove to 
be a flash in the pan, as did the mora- 
torium spurt, and another relapse may 
set in. But many agency operators are 
pinning their faith on recent develop- 
ments, believing that whether or not 
the inflationary methods which have 
been undertaken are economically sound, 
there is sure to be a stimulation of 
activity in all directions. It may be 
unwise to wash out obligations and to 
create new obligations on the basis of 
doubtful securities, but if there is to 
be inflation of this kind, many general 
agents feel that the only thing is to 
jump on the band wagon and take ad- 
vantage of it. 

Small Partnerships 


Some observers believe that there 
will be a great market for life insurance 
among small partnerships. Organiza- 
tions of that kind have learned the value 
of business insurance during the de- 
pression. Partnership after partnership, 
that has been broken up by death of one 
of the partners during the last two 
years, has been faced with disaster. The 
surviving partner or partners, more 
often than not, have been hard pressed 
in order to get funds to buy out the 





interest of the deceased partner from 
his heirs. Banks have not been willing 
to lend money for that purpose, the 
partnership as a going institution being 
deemed of doubtful collateral value and 
liquidation has often been necessary. 

The insurance agent, properly in- 
formed, will have a great story to tell 
partnerships. 


Realistic View of 
Insurance Urged 


(CONTINUED FROM PAGE 3) 


economic situation is that the United 
States in changing its status from a 
debtor nation to a creditor nation has 
done none of the things which a na- 
tion should in making that change. Un- 
consciously we have caused the sterili- 
zation of gold. We have unwittingly 
helped cause the European upset, which 
in turn has had its repercussions here. 
It is not fair to say that Europe caused 
the depression. It would be nearer the 
truth to say that we caused the Euro- 
pean situation more than Europe itself.” 


Buffalo Life Now 
Is Legal Reserve 


(CONTINUED FROM PAGE 3) 


came secretary and general manager and 
the step rate plan was adopted. In 1905 
the company eliminated the words, “of 
Western New York” from its corporate 
name and it became the Masonic Life 
Association. This was necessary owing 
to the widening scope of its activities. 
In 1908 Mr. Tiffany became president 
and continued until his death in 1917. 
He was succeeded by his son, N. O. 
Tiffany, Jr.. who resigned in 1930. In 
1927 the name was changed to the Buf- 
falo Life. Mr. Hull, who had been first 
vice-president, succeeded Mr. Tiffany in 
the presidency. 

Early last year President Hull and 





the directors recognized the advantage 
of having a company conducted on the 
old line basis and therefore decided to 
change the style of operation, making 
a deposit of $200,000 with the New York 
insurance department. The Buffalo Life 
had been doing business in 14 states. 
The transfer campaign was started in 
1929, members being changed from the 
old plan to the legal reserve basis. At 
the present time only about 17 percent 
of the insurance is on the old form. It 
is anticipated that it will all be trans- 
ferred before the end of this year. 


Fine Line of Contracts 


Director of Agencies Ehlen states 
that the agency organization will be 
developed along lines in keeping with 
the most improved and up-to-date prac- 
tices. Liberal agency contracts will be 
backed by practical training methods. 
An up-to-date set of policy contracts 
has been adopted with attractive pro- 
visions. In addition to the standard 
forms there will be a life expectancy 
term, whole life special $5,000 policy, 
10 and 20 year modified whole life con- 
tracts with premiums reduced for the 
first 10 or 15 years, 20 payment life 
special $2,500 policy, limited pay life 
providing for payment at age 65 of one- 
half the policy in cash. The company 
will also issue children’s policies. Wo- 
men will be written on the same rate as 
men but limited as to forms and 
amounts. It will not write income dis- 
ability but will provide waiver of pre- 
mium and double indemnity. 

Other Officers of the Company 


F. L. Beyer, long a director, is first 
vice-president. He is director of the 
Erie Savings & Loan Association and 
Buffalo Club and is treasurer of the 
Deaconess hospital of Buffalo. G. H. 
Chase is secretary. He has been 36 
years in the employ of the company. 
John C. Trefts, second vice-president, 
is president of Farrar & Trefts of Bui- 
falo, director of the Liberty Bank o! 
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___ “free from worry 
retirement days 


NTELLIGENT, hard work and proper application of all the unusual help given by 
that distinct plan of “Commonwealth Cordial Co-operation"' enables agents of the 
Commonwealth Life to build up a comfortable retirement income. 


The unusual features of our "Commonwealth Cordial Co-operation" plan do appeal 
to agents and make them satisfied. For one thing the plan is centered around the 
idea that agents can reach their retirement days with an income of their own suffi- 
cient to take care of their every need. Old age—retirement days—come, but there 
is no worry because “Commonwealth Cordial Co-operation" provides for this con- 


This one feature alone insures the success of this unusual plan but there are many, 
many more reasons why "Commonwealth Cordial Co-operation" appeals so much to 
agents. If you would like to know about them write direct to the Home Office. 


1. SMITH HOMANS, Vice-President 


COMMONWEALTH LIFE INSURANCE CO. 


LOUISVILLE, KENTUCKY 
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Good Remedy for Hoarding 


PresipENT Hoover has criticized the 
hoarding tendency among people who 
have surplus funds and is endeavoring 
to bring this secreted money into the 
light so that it will begin to work. 
Hoarding is due to fear in the minds of 
the people. They are uncertain as to 
what to do with their money. If there 
were more certainty in business enter- 
prises this money would be brought out 
of dark places and utilized. At the 
present time the country, and in fact the 
entire world, is partly paralyzed because 
of mistrust and timidity. If people 
make an investment they are solicitous 
as to whether it will be successful or 
not. 

Life agents have a peculiarly strong 
argument to make in this regard because 
there is no safer investment than life 
insurance in its manifold forms. The 
desirability of having a safe income 
despite all calamity has been impressed 
on us all, Due to this fact life com- 


panies find that more than ever annui- 
ties, retirement funds and investment 
forms are far more popular than they 
ever have been. People are beginning 
to learn that life companies can do more 
with their money than they can them- 
selves. They appreciate the fact that 
they are not so sagacious after all in 
making investments. They recognize the 
high importance of the property value 
of life insurance. Therefore agents do 
not hesitate to recommend the so-called 
investment forms of life insurance, En- 
dowment policies make an attractive in- 
vestment. 

Whether the campaign against hoard- 
ing that got into the limelight by the 
President’s pronouncement will be effec- 
tive or not, yet life men call attention to 
the safety of life insurance and the 
desirability of people placing their 
money in that channel rather than to 
allow it to remain idle and earn noth- 
ing. 


Forced Into the Banking Field 


Presipent R. W. Stevens of the ILu1- 
Nois Lire in commenting on the condi- 
tions of the year before his home state 
organization brought out the important 
point that life companies have practi- 
cally been forced into the category of 
banking institutions, a condition for 
which they have not been organized nor 
has it been regarded as their function. 
The failure of banks in many localities 
has accentuated the demand for loans 
and cash surrenders. Unfortunately the 
bankers themselves have encouraged 
this procedure. 

The natural place to go for a loan is 
to a bank or some institution whose busi- 
ness it is to loan money. The loan fea- 
ture of life insurance is a corollary to 
the main contract. It is an important 
provision but by no means a primary 
one. The function of a life company is 
to furnish protection. It is not organ- 


ized fundamentally to become a loaning 
institution. Carried to the extreme its 
activities would be smothered by the 
loan processes. Since October, 1929, 
life companies have been overwhelmed 
with a deluge of demands for loans and 
cash surrenders. This has tended very 
much to aggravate their problems. In 
addition, therefore, to meeting the con- 
ditions that naturally would follow an 
economic cataclysm, life companies have 
had to bear the burdens of the banker. 

President STEvENS declared that the 
great army of life insurance men could 
do no greater service to the country 
than to stimulate confidence in well 
managed banks so that they could carry 
on the banking functions and thus allow 
the life companies to work in their par- 
ticular field. 


It’s the last step in the race that 
counts. 








PERSONAL SIDE OF BUSINESS 





Miss Ann M. Butner, with the Equit- 
able Life of New York, one of the 
first women in Minnesota to engage in 
the selling of life insurance, died at her 
home in Minneapolis. She was a mem- 
ber of the Minneapolis Life Under- 
writers Association. 


M. E, Dark of Springfield, Mo., man- 
ager of the southern Missouri agency of 
the Illinois Life and one of the best 
known men in its field organization, died 
from a heart attack. He entered the 
service of the Illinois Life in January, 
1910, in the office of the then Manager 
R. C. Bagby. He succeeded Mr. Bagby. 
He was one of the leading life men in 
his section of the state. Mr. Dark was 
a native of Tennessee. 


Henry F. Tyrrell, legislative counsel 
for the Northwestern Mutual Life, and 
Mrs. Tyrrell will leave Milwaukee Feb. 
20 for Asheville, N. C., where they will 
spend their annual spring vacation. 


John James, former Utah insurance 
commissioner, former president of the 
Utah Life Underwriters Association and 
widely-known in Utah insurance circles 
for many years, has retired as British 
vice-consul at Salt Lake City after hold- 
ing the position since 1923, the office 
having been discontinued. Mr. James 
has been district agent of the Occi- 
dental Life of Los Angeles for several 
years. 

Hugh D. Hart, former vice-president 
of the Penn Mutual Life, is spending 
much of his time in Chicago, being con- 
nected with the sales department of the 
Orange Crush Company of that city. 
After leaving the Penn Mutual, Mr. 
Hart was affiliated with companies en- 
gaged in radio and other advertising. 
He has been residing at the Union 
League Club in Chicago. Mr. Hart was 
recently elected a director of Berot Adair 
& Co., private banking house of Wash- 
ington, D. C., which controls the South- 


ern Corporation of Washington, Finance 


Service Corporation of Baltimore and 
Orange Crush Company. 

In addition to his work for the 
Orange Crush Company, Mr. Hart has 
been assisting Albert F. Coyle, exec- 








Banker, Former General 
Agent, Dies in New York 








EDWARD M. MeMAHON 


Edward M. McMahon, second 
president of the Chase National Bank, 
former life insurance general agent and 
brilliant insurance lecturer, died in the 
Mt. Vernon, N. Y., hospital after an 
operation at the age of 47. 

Mr. McMahon was born at Madison 
Wis. After graduating from the Uni- 
versity of Wisconsin, he joined the 
Northwestern Mutual Life at Madison 
in 1909 and became a general agent 
there for the company in 1910. In 1912 
he became associated with Dr. Charles 
Albright, the leading producer for the 
Northwestern Mutual. 

From 1913 to 1916, Mr. McMaho: 
acted as secretary for the chamber 
commerce at Madison and from 1916 t 
1920 held a similar position at St. Pau 

In 1921 he organized the Northwest 


vice- 


‘ern Casualty & Surety of Milwaukee 


utive vice-president of the American In- | 


surance Union of Columbus, O., in solv- 
ing the problem created by the con- 
flict of interests between Mr. Coyle 
and the Trans Continental Trust Com- 
pany of Chicago as to the ownership of 
much of the stock of the A. I. U., Inc. 


O. Jj. Arnold, president ‘of the 
Northwestern National Life of Minne- 
apolis, has been reelected president of 
the Minneapolis Council of Social 
Agencies. Last November, during Mr. 
Arnold’s first term as president, the 
council sponsored the most successful 
Community Fund drive in the city’s 
history in which more than $2,200,000 
was raised. Mr. Arnold is also chair- 
man of the Minneapolis committee on 
relief and unemployment. 


Fred A. Dickey, of Minneapolis, for 
20 years state manager of the Security 
Mutual Life and an active leader in 
Republican party affairs, died there 
Feb. 12. He was 60 years old and had 
retired only a few months ago. 


Lloyd T. Binford, president of the 
Columbian Mutual Life, spoke to a 
meeting of Memphis high school teach- 
ers last week. 

Griswold Wilson of the Hamlin 
agency of.the National Life of Mont- 
pelier in Cleveland has received a pin 
with two diamonds in honor of his hav- 
ing been a member of the company’s 
leaders club for 10 continuous years. 
Mr. Wilson did not enter the life in- 
surance business until 1922, has been 











and for two years was its vice-president 
and agency manager. 

In 1924 Mr. McMahon became ge 
eral agent for Greater New York iot 
the National Life of Vermont and cor 
tinued in that capacity until 1927 when 
he became insurance trust officer 10! 
the Equitable Trust Company. 4s 
next move was to the Chase Nation 
Bank, 

Mr. McMahon appeared .on the prv- 
gram of the National Association 
Life Underwriters at the annual meet 
ing in Memphis in 1927 and at Was 
ington, D. C., in 1929. He delivered ® 
masterful address on business insuranct 
last year before the annual meeting 
the insurance section of the America 
Management Association in Chicago. 


with the National Life during this ¢™ 
tire period, has been a member ot t 
million-dollar round table, and his ¢& 
livered business has averaged $667," 
a year. 








August E. Steffen, chairman of the 
Guaranty Life of Davenport, who 58 
been in ill health for some time, dit¢ 
last week of a bullet wound, which, it* 
believed, was self inflicted. Mr. Steffes 
served as president of the Guaranty Life 
from the time of its formation in 1905 
until three years ago when he was s& 
ceeded by Lee J. Dougherty. He ¥® 
66 years of age. 


Capt. R. H. Kellogg, for more thas 
51 years associated with the Connect 
cut Mutual, and more recently sup 





visor of agencies, died last week. 


In 1925, the company, in recogmite® 


(CONTINUED ON PAGE 14) 
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SUN LIFE ASSURANCE COMPANY 


OF CANADA 


STATEMENT FOR 1931 


ASSURANCES IN FORCE (net) - 


NEW ASSURANCES PAID FOR (net) 


TOTAL INCOME (net) - - 
TOTAL DISBURSEMENTS - - 


$3,051,077,000 
527,939,000 
197,140,000 
136,509,000 


PAYMENTS TO POLICYHOLDERS AND BENEFICIARIES 


IN 1931 - - ° ° - 


93,235,000 


PAYMENTS TO POLICYHOLDERS AND BENEFICIARIES 


SINCE ORGANIZATION - 


SURPLUS AND CONTINGENCY RESERVE - - 


TOTAL LIABILITIES’ - - . 
(including paid up Capital Stock) 


ASSETS, AT DECEMBER 3 ist, 1931 


594,185,000 
21,126,000 
- - = - 603,678,000 


624,804,000 


THE YEAR’S BUSINESS REVIEWED 


“; 3 ¢ I think you will agree with me that for 
a year such as that through which we have just 
passed the showing is a remarkably fine one. 

“New assurances of over $527,000,000, and a 
total in force exceeding $3,000,000,000, are 
figures so great as to need no emphasis. 


“The distribution of our new business is inter- 
esting. Canada contributed $101,000,000, United 
States $291,000,000, Great Britain $50,000,000, 
andthe rest of the world $85,000,000. 

“Our mortality experience has been even more 
favourable than that of last year, the claims being 
but 54.3 per cent. of the expected, against 57.6 
per cent. in 1930. 

“Since business was commenced in 1871 we 
have paid out in benefits $594,000,000. Last year 
alone our payments were $93,000,000, an amount 
exceeding the total assurances written in 1922. 
We may well rejoice over the magnitude and 
importance of the social service which the Com- 
pany is perfor ming. 

“During the past year life assurance has been 
tested as perhaps never before, and it has with- 
stood the trial triumphantly. So far as I am aware 
not one life company on the continent has had to 
close its doors, a wonderful record. In Canada 
we can claim with pride that even since Confedera- 
tion not one Dominion licensed company has 
ever failed. 

“It wil be noticed that in addition to the surplus 
of $16,000,000 over all liabilities and capital 
stock, we have a contingency reserve of $4,700,- 
000 to provide for possible shrinkage in mort- 


gages and other real estate investments. Our 
reserves have been calculated on the same strong 
basis as last year. Although our investments 

ayable in American currency greatly exceed our 
fiabilities in that currency, we have treated both 
as on a par, taking no credit for the premium on 
American funds. Our liabilities under contracts 
in other currencies also are included at a total 
greater than required at the prevailing rates of 
exchange. 


“Our holdings of stocks have been valued on the 
basis laid down by the Dominion Department of 
Insurance, which is practically the same as that 
adopted for all companies by the National Con- 
vention of Insurance Commissioners of the 
United States. 


“In new investments we have favoured high 
grade bonds, the yield on which is now very 
attractive. 


“The profits paid or allotted to policyholders 
amounted to over $26,000,000, or over 20 per 
cent. of the total annual premium income. 

“In the light of these figures, the report is indeed 
an excellent one. 


“And what of the future? No one believes that 
the depression will last for ever. It is impossible 
to say just when the turn will come, but with the 
vast natural resources of this continent, and the 
brains, energy, and actual wealth of its people, 
business recovery is inevitable. When prosperity 
does return no company will share in its benefits 
in greater measure than our own.” 

—From the President’s Address at the Annual Meeting. 


SIXTY-ONE YEARS OF SERVICE 








SUN LIFE ASSURANCE 
COMPANY OF CANADA 
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“Phi Beta Kappa of Life Insurance” 
the gold key worn by members 
of The Union Central $500,000 Club. sy = JF 
— 54 
\GaR 
ae | 
With pride in their splendid record ’ 
and confidence in their future 


achievement, The Union Central presents 
to the insurance fraternity the members of its $500,000 
Club. These Underwriters were installed at the second annual 


recently held in Miami, Florida. 


President of the Club by virtue of leadership of the entire 
Union Central 


Force is 
Vice-Presi- 
who has 


illion annu- 





JOSEPH GROSS 





H. Sheridan Baketel, 
Cc. L. U. 

*;+Walter E. Barton 

*Charles A. Blatchley, 
C.L. U. 

* Theodore M. Bumiller 
Leo J. Burns 
William W. Bussey 

* Fay W. Clubb 

* Richard J. Conheim 

*tJoseph P. Devine 

* John A. Doyle 

*7O. J. Fisher 

* Joseph Gross 
Allan E. Guberman 

* Louis Guberman 


*tM. G. Hodnette 

* Sadie L. Hoffman 
James D. Kauffman 
Frank W. Kingett 

*7Charles B. Knight 
Marion A. Knight 

* Maurice C. Kramer 





THE UNION CENTRAL $500,000 CLUB ROSTER 


* Marshall T. Hearne, Jr. 


* Indicates two-year membership. 


Hamilton Lee 
Tt J. Early Lee 
+ William B. Lee 
Harry T. Licklider 
Stephenson W. McGill 
John J. McLean 
Enid S. Miller 
William B. Monroe 
Earl V. Reed 
John R. Riha 
William Rodgers 
Charles Romer 
Robert A. Sasseen 
John C. Sebastian, C. L.U. 
Harry J. Spencer 
Herman Stark 
Frank H. Strietmann 
Authur W. Tell 
* J. Mitchel Thorsen 
* Diederich H. Ward 
Fred Watson 
*TB. A. Wiedermann 
*tEmmet C. Wier 
* Edwin A. Zelnicker 


+ Manager member. 


*+ *#aeae# . 











Over One and One-Half Billions in Force 





The 





Union Central 


Life Insurance Company 


of Cincinnati 

















PERSONAL GLIMPSES of 
LIFE UNDERWRITERS 
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of his outstanding characteristics, con- 
ferred upon him the honor of laying the 
cornerstone of the new building and of 
giving the address on that occasion. In 
August, 1930, Captain Kellogg cele- 
brated a half century of service with 
the Connecticut Mutual. 

Captain Kellogg was born in Erie, 
Pa., March 5, 1844. Later he went to 
Connecticut and at the age of 18 entered 
the Civil War, gaining the rank of ser- 
geant major. Later he became captain 
on the staff of General Prentiss of the 
national guard. Because he was a typi- 
cal soldier, his portrait was erected in 
bronze on the capital grounds in Hart- 
ford. 

In 1880 he became a representative of 
the Connecticut Mutual, and_ shortly 
after was appointed general agent for 
the greater part of Connecticut. In 1883 
he was made general agent in Ohio, and 
later district superintendent of agencies 
in that state. Up to his death he has 
been supervisor of agencies, residing in 
Delaware, .O. 


The 19th anniversary of F. G. Pierce 
as manager of the Connecticut General 
in Philadelphia was celebrated at the 
annual dinner of his agency. A book of 
letters of congratulation from the field 
force of the agency was presented to 
him. Several home office officials ad- 
dressed the gathering. 

New Jersey bankers and life under- 
writers attended a testimonial luncheon 


; 





Monday in honor of Leslie G. McDou. 
all, associate trust officer Fidelity Union 
Trust Company of Newark, in recogni- 
tion of his splendid cooperation with the 
life underwriters fraternity, his recent 
appointment as chairman of the life in. 
surance committee of the trust division 
of the American Bankers Association 
and his fortieth birthday. A. F. Gillis, 
general agent Provident Mutual Life, 
acted as chairman. 

John B. Barnes, for some time the 
leading producer of the San Antonio 
agency of the Missouri State Life, died 
at a hospital there after an operation 
for appendicitis. 


Mrs. W. S. Pritchard, Garner, Ia, 
director of the American family division 
of the National Association of Life Un- 
derwriters, in company with her hus- 
band, has started on a motor trip of 
eight weeks during which she will lec. 
ture in Indiana, Mississippi, Alabama, 
South Carolina, Kentucky and Florida. 
Mrs. Pritchard also plans to broadcast 
in several of the larger cities of the 
south. She will talk on “The Value of 
Life Insurance in the American Home.” 


James H. Jamison, 72, well known 
Iowa insurance executive, died at his home 
in Des Moines. Mr. Jamison had been in 
ill health for about eight years. He was 
president of the Western Life of Des 
Moines for 11 years after a long record 
as state senator. While a member of 
the senate he had a prominent part in 
drafting Iowa's insurance laws. 

Mr. Jamison was active as president 
of the Western Life from 1913 until it 
was merged with the Royal Union Life 
of Des Moines, at which time he re 
tired. 








LIFE AGENCY CHANGES 





Is Reorganizing Large Field 





Fidelity Mutual Following Termination 
of D. R. Midyette Co. Contract 
Is Making Appointments 


The Fidelity Mutual Life is reorgan- 
izing its agency structure in Virginia, 
North Carolina, South Carolina and the 
district of Columbia. This territory has 
for many years been under the fran- 
chise of the D. R. Midyette Company 
of Richmond, Va. This contract has 
been terminated by mutual agreement. 
The Midyette connection with the Fi- 
delity Mutual dates from April 6, 1884. 
A large part of the territory now re- 
leased will be reorganized. 

Carroll H. Jones, who has been with 
the company 32 years, and in charge of 
South Carolina nearly all of that time, 
has been appointed manager for the 
state under direct contract. 
Gettis, well-known to the Fidelity Mu- 
tual fieid, has been appointed manager 
for the District of Columbia. D. R. 
Midyette has requested the Richmond 
field and contract is now being arranged. 

Pending the development of more 
definite plans for the reorganization of 
Virginia and North Carolina, the com- 
pany is reappointing under direct ar- 
rangement all agents in those states. 





Lawrence McDonough 


Lawrence McDonough, who was for- 
merly connected with the Mutual Bene- 
fit Life, has been appointed general 
agent of the Mutual Trust Life of Chi- 
cago at Cleveland. 


E. L. Williams, A. W. Hostetler 


A. P. Ballou, Detroit manager Mu- 
tual Life of New York, has appointed 
E. L. Williams, formerly agency or- 
ganizer, as educational director. He 
succeeds Bryson Loughridge, who re- 
signed to become assistant manager of 
the Prudential ordinary branch in De- 
troit. Mr. Williams joined the Mutual 





Stanley Hy, 





Life in 1924 in Kentucky under Mr. 
Ballou, who was then manager for that 
state. He left the Kentucky agency to 
take up other work in Detroit and five 
years ago, when Mr. Ballou went to 
Detroit as manager, Mr. Williams re- 
joined him. 

A. W. Hostetler, assistant manager of 
the Missouri State Life branch in De- 
troit, succeeds Mr. Williams as agency 
organizer of the Mutual Life office. 


A. E. Kraus 


A. E. Kraus, who has been general 
agent for the Monarch Life and Mon- 
arch Accident at Portland, Ore., for 
the past two years, has been transferred 
to Oakland, Cal., as general agent for 
the merged Monarch Life, covering 
central and northern California. 


R. W. Carr 


R. W. Carr has been appointed north 
west Arkansas supervisor for the North- 
western National Life with headquarters 
at Fayetteville. He succeeds C. T. Smith, 
who joined the Aetna at Little Rock. 


H. M. Walker 


H. M. Walker, St. Paul manager for 
the Travelers, has been promoted ‘0 
manager in Buffalo. Before leaving > 
Paul he was guest at a testimonial dit- 
ner given by 50 of his associates. Wey 
mouth L, Murrell, agency assistatt 
from the home office, is temporarily ™ 
charge of the St. Paul office. 


William H. Bender 


William H. Bender, formerly # 
agency manager of the Equitable Life 
of New York in Chicago in charge © 
what is now known as the Nola 
agency, has been appointed assistant ‘ 
manager of the P. B. Hobbs agency ® By 
the Equitable in Chicago. Mr. Bendtt 
quit some time ago to go into the invest: 
ment business, and later returned wi! 
the Equitable, connected with the Boy FF 
agency at Syracuse, N. Y. He we & 
transferred from this post to the Hobbs f 
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The Dividing Line Between 
Selling 


Successful Selling 


The dividing line is development. 


The trained man finds it easier to sell larger 
policies, for a greater volume each year, to a 
higher type of buyer. 


The Jefferson Standard has a training course 
that prepares its representatives for greater 
successes in selling. 


We have desirable openings, all over our terri- 
tory, for ambitious men who are willing to pay 
the price of success in work. 


@For information address: 
A. R. Perkins, Agency Manager 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE, President 


Greensboro, North Carolina 





Home Office 














Washington 


Lincoln's Tribute 


“Washington is the mightiest name on 
earth—long since mightiest in the 
cause of civil liberty; still mightiest in 
moral reformation. To add bright- 

ness to the sun or glory to the name 

of Washington is alike impossible. 

Let none attempt it. In silent awe let 

us pronounce that name, and in 
its naked, deathless splendor 


leave it shining on.” 
® 


THE PENN MuTUAL LIFE INSURANCE COMPANY 
WM. A. LAW, 


President 


Independence Square Philadelphia 

















W. L. MOODY, JR. W. L. MOODY, Ill W. J. SHAW 
President Vice-President Secretary 
SHEARN MOODY J. B. MILLS 
Vice-President Asst. Vice-President 


AMERICAN NATIONAL 
INSURANCE COMPANY 


HOME OFFICE: 
GALVESTON, TEXAS 


Insurance in Force $542,054,101.00 
Assets $47,681,787.50 
Surplus 7,278,118.59 


ORDINARY—INDUSTRIAL 
e 


We Have Openings for Live Men in 


California Kansas Minnesota South Carolina Virginia 
Colorado Kentucky Missouri Tennessee West Virginia 
Georgia Michigan North Carolina Texas Washington 


: Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Special Low Premium Plans 


If Interested Address 
AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 
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Preferred Policies at 
Preferred Rates for 
Preferred Risks 


have been featured by 
this company since its 
organization in 1907. 


Agency openings are 
available in Illinois, 
Indiana, Michigan and 
Missouri. 


BANKERS MUTUAL 


LIFE COMPANY 
FREEPORT, ILLINOIS 


Over $1,800,000.00 paid 
in claims since organization 


Insurance in force 
over $34,000,000.00 














agency. He has had about 15 years’ life | neapolis. Mr. Hemmelgarn’s work will 


insurance experience and will build a 
new unit for Mr. Hobbs. 





L. T. Hemmelgarn 


Lee T. Hemmelgarn, formerly of 
Sioux City, Ia., and St. Paul, where 
he was general agent for the Union 
Central, has been appointed a super- 
visor in the White & Odell agency of 
the Northwestern National Life of Min- 





consist largely of recruiting and train. 
ing new agents in Minneapolis and St, 
Paul. 


Life Agency Notes 







Febru: 





F. B. Hawkins has been named gen- 
eral agent for the United States Life at 
Hempstead, N. Y 

Ben A. Brower is the new southwest- 
ern Iowa district manager for _ the 
Equitable Life of Iowa, with headquar- 
ters at Shenandoah. 








NEWS OF THE COMPANIES 





Founders’ Month Campaign 





North American of Chicago Carries Out 
Silver Anniversary Idea in 
February Drive 


Agents of the North American Life of 
Chicago are in the midst of a Founder’s 
Month campaign, running 25 days from 
Feb. 4 to 29. The whole drive is built 
around the silver anniversary idea, the 
company having seen the light of day 
Feb. 4, 1907. Every agent has a quota 
of $25,000 and there will be 25 men 
selected from the leaders as members of 
a “Loyalists” group. For a change the 
North American is offering no prizes to 
its leaders in this campaign save the 
commissions they will make. 

Officers attended a number of agency 
meetings in the central west. One was 
at the Wisconsin agency in Milwaukee 
of Walter Turck, at which Vice-Presi- 
dent Paul McNamara and Freeman 
Alford, publicity director, were speakers. 
Another was at the Columbus, O., 
agency of Harry Kramer, second vice- 
president of the North American, at 
which President E. S. Ashbrook was a 
speaker. Another regional meeting was 
at Detroit, attended by the combined 
Michigan agencies, with Vice-president 
McNamara and Dr. C. B. Irwin, medical 
director, as guest speakers. 





Company Statements Scanned 





Much Interest Is Taken in Analyzing 
the Figures From the Financial 


Exhibits 


The Guardian Life showed a 20 per- 
cent gain in production last year. Its 
insurance in force is now $516,201,459. 
Its assets are $91,819,758 compared with 
$84,737,076. Its mortality ratio was 47 
percent. Its interest rate earned was 
5.71 percent. It reached a new record 
of surplus earnings of $4,133,380. Of 
this amount $3,550,000 has been set 
aside for dividends. After charging off 
$90,269 against depreciation on build- 
ings, a balance of $493,111 was added 
to general surplus. The policyholders’ 
surplus is now $4,757,601. A special re- 
serve of $650,000 has been set aside for 
contingencies. On funds left with the 
company 5 percent is allowed. 





Colonial Life Report 


The Colonial Life of New Jersey re- 
ports insurance in force of $126,980,459. 
New business in 1931 was greater by 
$6,059,237 than in 1930. 

Assets amounted to $17,524,671; total 
income, $6,101,284.. Total payments to 
policyholders since the company was or- 
ganized amount to $21,422,998. 





Midland Mutual Figures 


The Midland Mutual Life of Colum- 
bus, O., had a mortality ratio last year 
of 44.3 percent. Its net interest earned 
was 5.4 percent. It now has almost 
$112,000,000 of insurance in force. Its 
surplus is $1,617,984 including capital 
$300,000 and net surplus of $886,299. It 
has paid policyholders since organiza- 
tion $16,564,255. 





Great Republic’s New Lineup 





Oklahoma Interests Assume Control of 
Los Angeles Company—McComb 
New President 





At the annual meeting of stockhold- 
ers of the Great Republic Life of Los 
Angeles, a new board of directors was 
elected largely representing the grow 
of Oklahoma capitalists that recently 
acquired control of the company. New 
directors are T. J. McComb, former 
Oklahoma commissioner and now a 
consulting actuary; his son, T. M. Me- 
Comb, also a consulting actuary; S. A 
Apple, Oklahoma banker and oil opera 
tor; T. H. White, Oklahoma City; G. A 
Henshaw, former Oklahoma corporation 
commissioner; H. L. Bolen, former in- 


ternal revenue collector of Oklahoma; 
G. H. Dale, Oklahoma life insurance 
executive; C. G. Anderson, Oklahoma 


capitalist; W. H. Savage, vice-president 
Great Republic Life; L. E. Smith, 
Orange, Cal., and R. T. Nourse, assis- 
tant secretary Great Republic. Messrs 
Henshaw and Bolen are both officials 
of the Transcontinental Life of Okla 
homa City. 

The new board then elected the fol- 
lowing officers: T. J. McComb, presi 
dent; W. H. Savage and G. H. Dale, 
vice-presidents; T. M. McComb, vice 
president and actuary; S. A. Apple 
treasurer; T. H. White, secretary; G.A 
Henshaw, general counsel. 

The stockholders approved a propos 
to increase the capital from $250,000 to 
$1,000,000, in connection with the e& 
pansion plans of President McComb 





Western & Southern’s Assets 


In last week’s issue on page 13, the 
assete of the Western & Southern Litt 
of Cincinnati were incorrectly given # 
$14,861,182. This is obviously a mista 
The proper figure is $124,861,182. 





Life Company Notes 
The Missouri department has 4 
nounced that the National Aid Societ! 
of Indianapolis is not licensed in Mis 
souri. The society is said to operate ®’ 
mail and requests policyholders to 5s 
insurance to their relatives, friends a0 


acquaintances. 

The Universal Life & Accident )* 
moved its home office from the Santa F 
building to its own building, located 
the corner of North Ervay street # 
Patterson avenue, Dallas. This prom 
erty was recently purchased by, ™ 
company, and the second floor remodelé 
to accommodate home office work. 


__ Holding Company Formed 


A charter for the Southern Insurantt 
Securities Corporation is being soug® 
from the superior court of Atlanta 
a number of insurance and _ finance 
men. The corporation would be in ™ 
business of buying and selling insuran 
stocks and organizing insurance Cco™ 
panies. Capital will be $1,000,00 
George W. Powell, who was vice-Pre 
dent of the Georgia Casualty, and be 
fore that was connected with the Ame 
ican Mutual Liability, General Accides 
and Maryland Casualty, has establish y 

& 
j 


aes 


Pantie 


headquarters in the Norris build 
Atlanta. Others who are intereste “ 
Horace Russell, J. A. Copeland # 


M. B. Farris. 










Dire 
Toront 
from a 
tuary 1 
=. eS 
dent ar 
quishin 
had a | 
eration. 
personz 
organiz 


Coff 

Vinee 
agencie 
and G. 
are mal 
Mr. C 
cover t 
aries al 
agencie 
they w 
visited 
burgh, 





Unde: 
ments j 
ment d 
Policy ¢ 
tract be 
applicat 
This w: 
supreme 
Life & 

The } 
that the 
Cation a: 
Instatem 
her heal 
that ina 
tion was 
lalse ste 
covery, 
instatem 

The s 
tuling o 
rect cor 
Louisiar 
Mutual 
The far 
237 of fi 


therein 

Or any < 
$ endo; 
Policy, 

the stat 
Statemer 
Case wil 
supreme 


Injunct 

AUST 
rary inj 
the Ban] 


straining 


B ‘he requ 


Nas mad 
hopeless 
336,211, 
Paid th 
lhe Bar 


under g 








khold- 
»f Los 
‘S Was 
group 
cently 

New 
former 
Ow a 
[. Mc- 
3 
opera- 
GA 
oration 
1er in- 
thoma; 
urance 
lahoma 
esident 
Smith, 
- assis- 
Messrs 
> fficials 


Okla- 


> 


he fol- 
presi- 
. Dale, 
», Vice 
Apple, 
-G.A 


roposal 
),000 to 
the ex 
‘omb. 


sets 


13, the 
rn Liie 
iven 3 
nistake 


‘by. t 
modeleé 
k. 


ned 


ysuranct 

sought 
anta bY 
financi?! 
e in tht 
isuranct 


Accidest 
rablishet 
building 
sted aft 
and ane 










February 19, 1932 


LIFE INSURANCE EDITION 




















_—_— 


AMONG COMPANY MEN 





Smith Made General Manager 





President MacDonald of Confederation 
Life Relinquishes Title and Actuary 
Is Advanced by Directors 





Directors of the Confederation Life of 
Toronto have promoted V. R. Smith 
from assistant general manager and ac- 
tuary to general manager and actuary. 
C. S. MacDonald, who has been presi- 
dent and general manager, is now relin- 
quishing the latter title. Mr. Smith has 
had a long experience with the Confed- 
eration, and in recent years has been 
personally active in developing its field 
organization. 


Coffin and Smith Visit Field 


Vincent B. Coffin, superintendent of 
agencies of the Connecticut Mutual 
and G. F. B. Smith, agency assistant, 
are making an extended trip this month. 
Mr. Coffin and Mr. Smith will both 
cover the agencies first on their itiner- 
aries and then each will visit individual 
agencies. Toward the close of the trip 
they will again be together. Agencies 
visited will be Cincinnati, Detroit, Pitts- 
burgh, Harrisburg, Philadelphia, Scran- 








ton, Fort Wayne, Rockford, Erie and 
Columbus. Mr. Coffin will, at the close 
of the trip, speak at the Columbus and 
Cincinnati sales congresses. At the 
various agencies Mr. Coffin will talk on 
“Three Steps in the Sale” and “Mo- 
tivation in Selling,” while Mr. Smith’s 
topics are “The Company’s Financial 
Statement in 1931” and “Planning Sales 
in 1932.” 


Vetter Midland Life Official 


The Midland Life of Kansas City has 
elected Lester H. Vetter assistant secre- 
tary and assistant actuary. J. D. Rey- 
nolds replaces R. P. Rice on the finance 
and executive committee. All the old 
officers were reelected. The directors of 
the company voted its usual quarterly 
dividend. 





Haas Agency Supervisor 


The Great Republic Life of Los An- 
geles has appointed Loren G. Haas as 
agency supervisor. Mr. Haas has been 
with the company for the past ten years 
as general agent at Bakersfield and has 
made his agency a leader in the produc- 
tion of business. He is a former presi- 
dent of the Bakersfield life underwriters’ 
association. 








IN THE SOUTH AND SOUTHWEST 





False Statements Not a Bar 





Assured Can Recover Since Original 
Application Was Not Attached 
to Policy, Court Holds 





Under the Louisiana law, false state- 
ments in the application for reinstate- 
ment do not bar recovery when the 
policy does not include the entire con- 
tract between the parties, including the 
application for the original insurance. 
This was the decision of the Louisiana 
supreme court in Eddins vs. National 
Life & Accident. 

_ The National Life & Accident set up 
that the assured, in her original appli- 
cation and also in her application for re- 
instatement, made false statements as to 
her health. The court of appeals found 
that inasmuch as the original applica- 
tion was not attached to the policy, the 
lalse statement therein did not bar re- 
covery, but false statements in the re- 
instatement application did bar recovery. 

The supreme court stated that the 
tuling of the court of appeals is in di- 
rect conflict with the decision of the 

oulsiana supreme court in Fizette vs. 

Mutual Life of New York, 162 La. 620. 
The language of the statute, act no. 

; 227 of 1916, according to the supreme 
p Court, is plain in its requirement that 
® ‘very life insurance policy shall contain 
the entire contract between the parties; 
that nothing shall be incorporated 
j therein by reference to the application 
se any other document unless the same 
anneal upon or attached to the 
oy Until the legislature amends 
— Statute as .to application for rein- 
® ‘tatement, the decision in the Fizette 
B Case will be adhered to, the Louisiana 
supreme court stated. 





: Injunction for Bankers Guaranty 


AUSTIN, TEX., Feb. 18—A tempo- 

: the Beetnction has been issued against 
: wd rage Guaranty Life of Dallas re- 
ist g it trom further operation at 
we request of the attorney-general. He 
nas made charges that the company is 
qoPelessly insolvent to the extent of 
paid’ thes He charges that the officers 
The er tc unreasonable salaries. 
under a ers Guaranty Life is operating 
Charter issued by the secretary 








of state and has never subjected itself 
to the supervision of the insurance de- 
partment. 





County Licenses Upheld 


Judge Humphries in Fulton superior 
court in Atlanta, Ga., has ruled that 
Georgia agents must pay a $10 license 
fee for every county in which they 
operate. L. S. Brannon, an agent, to- 
gether with about 20 others, sought to 
enjoin collection of the special license. 

__representative of the comptroller’s 
office told the court that every agent 
in Georgia except for a few represen- 
tatives of industrial companies had paid 
the fee. 


Pan-American’s Florida Change 


The Florida headquarters of the Pan- 
American Life have been moved to Mi- 
ami from Jacksonville, in charge of 
Ryan & O’Brien, with offices in the Se- 
curity building. Dr. E. G. Simmons, 
vice-president and general manager, was 
in Miami to arrange for the transfer. 

Samuel Sowden of Belle Glade has 
been appointed manager of the newly 
created Everglades district. 





Liable Despite Release 


The Arkansas supreme court has held 
that a release executed by the bene- 
ficiary is not binding upon her, nor a 
bar to an action to enforce payment, 
according to the terms of the policy, 
where the insurer fails for more than 
five months after procuring the execu- 
tion of the release to pay her the con- 
sideration therefor. The case was 
Southwestern Life vs. Hillson. 





Mississippi Tax Measure 


The new revenue measure now before 
the Mississippi legislature for action has 
the following provision: Foreign life 
companies are to be taxed annually 2% 
percent on gross premium receipts; 
health, accident or industrial companies, 
2% percent; other than life or accident 
and health, 3 percent. 


An investigation by the Virginia State 
Cerporation Commission of industrial 
companies doing business in Virginia, 
is provided for in a resolution reported 
out this week by the house committee 
on insurance. 











Keep Faith 


The primary function of life insurance is 
to compensate a beneficiary for financial 
loss sustained at the death of the insured. 
This should be the foundation upon which 
every new sale rests, and, equally important 
in the midst of today’s hysteria, it should be 
the argument used to discourage the mort- 
gaging of protection already established. 


An insured’s FIRST OBLIGATION is to 
those who are dependent upon him, for it is 
undeniably true that death releases the father 
but binds the family. Underwriters who 
formed the short-sighted habit of selling 
cash values as a line of least resistance in 
getting business are today finding their tac- 
tics a boomerang in the shape of vanishing 
renewal income. This is the outcome of 
policy loans and the lapses which they in- 
evitably engender. 


When life insurance is again restored to its 
rightful place in the mind of the salesman, 
he will picture and sell it as protection 
against the ravages of life’s SUPREME 
EMERGENCIES—OLD AGE AND PRE- 
MATURE DEATH —rather than as a mere 
instrument to satisfy the demands of tem- 
porary embarrassment. 





AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPARY 
Indianapolis 
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PRESENTING 


A NEW 


RETIREMENT INCOME BOND 











Deferred Monthly Income 
Cash Values 
Death Benefits 


Participation in Surplus 


Privilege of Conversion to 


Income at Earlier Age 


The Mutual Benefit Life Insurance Company 


Newark, New Jersey 
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Goes to Oregon Mutual Life @ life producer and organizer. Mr. Door laps« 
schodt is one of the younger insuran¢— In n 
as . men in San Francisco and has had cop. Ecke 
Philip A. Koerner Is Appointed General | <i jerable experience in agency develop. nece 
Agent for That Company at ment and training. The Pacific Coasff rates 
Oakland, Cal. department through its general agengj form 
operations is producing a little bette large 
e Philip A. Koerner, formerly general than 98,000,000 per year. ot 
agent at Oakland, Cal., for the Cali- 
fornia - Western Award to Gregory Agency 
SOMETHING NEW rar ISNEW |oeccsts ed 
general agent there Aetna Life in San Francisco, has bee Th 
for the Oregon advised that his agency has been awarije Denv 
IN LIFE INSURANCE cag temegetaterte Fk 
[ Be sd di ; in 2008 : 
A Dollar's worth for every Dollar paid ve ode P. &. division for outstanding work in 1931 one 
rega - ’ a , 
gar lees of kind of policy purchased signed to devote Hear Talk on Far East = 
A $1,000.00 Endowment Policy, any age at issue, guarantees his time to per- Prof. Marshall Dimock of the Unie the s 
$1,961.54 plus Dividends in event policy becomes a claim the year aunt  enpse versity of California addressed the Liege $5,000 
it matures. ee hg Managers Club of Los Angeles ape inden 
Our Twenty Payment most remarkable policy of all—too much Equitable of New P. A. KOERNER | “Lengthening Shadows in the Far East gus 
to write about in this advertisement. York as a personal ene, ~ a in Manchu —— 
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experience past five years. land and continued when the California- ates Union Fooneat Life eo D, 
Juvenile Policies—Ordinary, Twenty Payment and Endow- Western States Life was formed. erick Faulkner, superintendent of fil PI 


ment from birth, with all the fine features of our Adult Policies. 
Many other forms of Policies equally attractive. 
Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 


A Mutual Legal Reserve Life Insurance Company 


Ten East Pearson Street : : : 
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An UNUSUAL Contract 


—is a producer 

—is, of course, honest 

—has three years of experience 
—needs no financing 

—is seeking opportunity 


will be offered to 


An UNUSUAL Man 


WHO 


—will WORK 

—can organize 

—needs no drawing account or 
salary 

—needs no office expense 


BUT 


WHO will accept Home Office help in the appointment of new Agents 


under him for whom he will not be responsible financially and 
whom he will receive overwriting Commissions as high as 


et on 
per 


thousand and long time Renewals. 


THE COMPANY—is rated “A” by Best. Its rates for 
Insurance are extremely low 


(Age 35 Ordinary Life Net Cost 
First year per thousand $17.85) 


It writes all latest forms—Participating only—includ- 


ing 


an improved Family Income form; also Juvenile. 


Has over $135,000,000 in force. 


TERRITORY—The Company desires especially to de- 
velop Indiana, Illinois, North Carolina and Texas. 


ASSISTANCE—Experienced field men to help the 
man selected to build a real agency in which the Re- 
newals are NON-FORFEITABLE. 


WE WANT AN UNUSUAL MAN 


UNLESS you have no present connection, or you have a real reason 
for leaving your present connection and are not at fault yourself, we 
are not interested. Write fully about yourself. We will not communi- 
cate with references until after interview. Write U-50, The Natioral 


Underwriter. 











Before entering life insurance, Mr. 
Koerner was a baseball player of note, 
having played with a number of Pacific 
Coast clubs and also in the major 
leagues. He has written several large 
cases on baseball stars. 


Doorschodt Is Supervisor 


J. C. Doorschodt has been appointed 
educational director for the Insurance 
Foundation, Ltd., San Francisco, organ- 
ization which has a general agency for 
Oregon, Washington and California for 
the North American Life of Chicago. 
The president of the agency is S. H. Sil- 
ver, well known on the Pacific Coast as 


T 


service California-Western States Lif 
Other prominent speakers are promise! 





Warrant for Assessment Agents Di 
PORTLAND, ORE., Feb. 18.—Wz:- 
rants have been issued at the request ¢ The 


Commissioner Averill for the arrest ¢ 











ACCIDENT AND HEALTH FIELD f[ =: 





Watt Heads Cleveland Club 


Move Is Launched to Increase Attend- 
ance at Monthly Meetings 
to Fifty 








W. E. Watt of the Continental Cas- 
ualty was elected president of the 
Cleveland Accident & Health Insurance 
Club at the annual meeting to succeed 

H. Knight. The club, theretofore 
known as the Cleveland Casualty Con- 
ference, was reorganized last year and 
is now composed of most of the lead- 
ing managers of commercial, monthly 
payment and weekly accident and 
health companies in Cleveland. Meet- 
ings have been held every month for 
19 years. The average attendance at 
the monthly meetings has been 30 and 
an attempt will be made to increase the 
attendance to 50 during the meetings 
this year. 

The new vice-president is H. A. 
Cunnington, Aetna Life; secretary, A. 
J. Althans, Aetna; treasurer, J. J. Mc- 
Knight, United Casualty. The direc- 
tors are T. D. Russell, North American 
Accident; G. H. Knight, Federal Life 
& Casualty; H. H. Hoard, National 
Casualty; H. G. Kenniston, Commer- 
cial Casualty, and H. O. Brinker, Fed- 
eral Life & Casualty. Chairman of the 
membership committee is Mr. Cunning- 
ton; publicity, Mr. Knight; legislative, 
Mr. Russell, and program, W. D. Horn. 





Aetna Life’s Policies 


In putting its new accident program 
in effect March 1 in connection with the 














schedule outlined by the Bureau of Per- 









Guy R. Hibbard and A. J. Ree and re 
charged with being unauthorized agent - pod 
and writing insurance in companies 1% six m 
authorized in Oregon. Hibbard aif® proor 
Reed were agents of the America No che 
Benefit Life Association, small Spring J% Values 
field, Ill., assessment outfit with $30 *™4 te 
assets. atid 

Age 

15,. 

30, 

0 
sonal Accident & Health Underwrites . “is 
the Aetna Life states that it will hag %-... 
ten accident and three health policies. bia 
Non-Can Announcement Is 

Now Set for About April)B chan; 
rules wy 

Lamar | 

The long-delayed radical changes " sane" 
non-cancellable accident and heii ® 
rates, forms and rules have assum Policy o 
final form, but are being temporat! Presiden 
withheld for approval of forms by is nounced 
ance departments. for waiv 

It was expected by the Contines#—y 'Y bet: 
Assurance and Pacific Mutual, the py oy? | 
cipal companies doing this business, &B§ jccu.q in 
announcement could be made by Mae } New rat, 
1, but it now seems improbable that PB applying 
me will be made before April ! B ccupati 
t is generally known that there ™ BG 
be a stiff increase in rates, variously ™ —— 
ported up to 50 percent. 

Metropolitan Life Raises Rat 

The Metropolitan Life has increa® 
rates on all contracts issued by its 4 Hd 0. 
dent and health department. A 20? ‘ 
cent increase in rates is made on dea? StL 
and dismemberment policies. Rates "3h _ 
the standard accident policy ate "3% chu 
creased a little more than 10 percent # : 
on the standard accident and %° ; 
policy about 15 percent. Rates lor ™ Ml 
standard accident and health policy * sia ore { 
now quoted in six age groups. Here’ cml Cs 
fore rates on the disability policy ™ f O. F 
quoted in a single figure up to 28° "Be: @ssachy 
and then were graded differently *B} Vrganiz, 
each age above that. The new rate © £ ~ buyer 
the standard accident policy for »', 5 McNaily, 
principal sum and $25 weekly ™ “Big “Sent for 
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select class is $21.50; preferred, $25.80; 
extra preferred, $30.10; ordinary $36.55. 

Policies in force prior to the change if 
renewed will be continued at the rates in 
effect at time of issue, but if allowed to 
lapse cannot be revived at those rates. 
In making the announcement President 
Ecker. stated, “These changes become 
necessary in order to adjust premium 
rates to our own experience, also to con- 
form to the combined experience of a 
large number of companies and to ar- 
rive as nearly as possible at uniform 
classifications.” 


Issues Cash Value Form 


The Gibraltar Life & Accident of 
Denver has discontinued all its accident 
and health policies on the purely cost 
basis and is issuing a new policy form, 
non-cancellable and guaranteed renew- 
able, with cash, loan and extended in- 
surance values beginning at the end of 
the second year. The rate charged for 
$5,000 principal sum and $100 monthly 
indemnity is $95. All ages are written 


at the same rate. Indemnity for total 
disability is limited to 12 months, with 
three months for partial accident dis- 
ability and six months for non-confining 
sickness. In case of natural death the 
cash value is payable to beneficiary. It 
is added to the face of the policy in 
accidental death. 


Issues Eyesight Cover 


A novel eye accident policy is being 
issued by the National Standard Acci- 
dent of Houston, Tex., running mate of 
the National Standard Life. For a $100 
premium, which may be paid in one 
sum or divided into as many as 20 pay- 
ments, eye coverage is provided for the 
balance of life. Robert Broussard II, 
vice-president of the National Standard, 
is originator of the policy. 

Eyesight insurance seems to be com- 
ing into favor again. Two companies 
organized in recent months are writing 
the cover—the American Fair Mutual 
Liability of Norwalk, O., and the Bea- 





con Mutual Casualty of Chicago. 








NEWS ABOUT LIFE POLICIES 











New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “‘Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 





Southeastern Life Revises 
Disability Forms and Rates 


The Southeastern Life of South Caro- 
lina has discontinued income disability 
and reduced premiums on practically all 
forms. It recently increased its waiver 
of premium disability rates 50 percent. 
Six months’ continuous disability for 
proof of permanence will be required. 
No change is being made in surrender 
values. Rates for the preferred risk 
and term policies do not change. The 
new rates are: 


End. 20-Pay Family End. 

Age End. 20-Yr. Ine. Age 
Age 85 85 End. 20-Yr. 65 
- 12.46 20.20 39.66 . 14.40 
ads > ee 





Lamar Life 


Changes in disability benefits and 
rules were made effective Feb. 15 by the 
Lamar Life of Jackson, Miss. The new 
income clause provides $5 a month for 
$1,000, and reduction of age limits, limit- 
ing to men only and for a minimum 
Policy of $3,000. Dr. J. O. Segura, vice- 
president and medical director, an- 
hounced that the income benefit provides 
for waiver of premium for total disabil- 
ity before policy anniversary nearest 
*. On endowment policies income stops 
at maturity. Waiver of premium will be 





to old policies in connection with med- 
ical examination for new insurance 
Premium waiver will be granted only to 
unmarried, self-supporting women of 
ages 18-45, and to men 18-50. 


Pacific Mutual 


The Pacific Mutual will shortly issue 
a somewhat reduced dividend scale. The 
company, in its annual report, says: “The 
falling off of profits in our loans has 
necessarily affected dividends to policy- 
holders, but we are pleased to state that 
our dividends continue on a very good 
scale although somewhat reduced.” 


Pilot Life 

The Pilot Life of Greensboro, N. C., is 
continuing its disability provisions but 
under new provisions. Income disability 
will be issued on males between 15 and 
50 only. It will be paid only when in- 
sured becomes totally and permanently 
disabled before reaching age 55. Income 
will be $5 per month per $1,000, and 
waiting period six months. Maximum 
amount of insurance issued with in- 
come disability will remain at $25,000 
and rates are unchanged. Waiver of 
premium will be issued to single busi- 
ness women and on male lives at present 
rates. 


Ohio National Life 


The Ohio National Life announces 
that effective April 1 it will put into 
effect a new dividend schedule. On most 
plans the reduction will be about 20 
percent. On others it will range from 10 
to 30 percent. On funds left with the 
company the dividend rate will be 4% 








; — in the minimum amount of $1,000. | percent. The discount rate on premiums 
i anes Tates were adopted for the waiver, | paid in advance will be 4% percent for 
} *PPlying only to standard risks in select | the first five years and 4 percent there- 
» “cupations. The benefit may be added | after. 

es 





GENERAL AGENCY NEWS 








/C. 0. Fischer’s Men Gather 


3 St. Louis General Agency of Massa- 
chusetts Mutual Life Holds 


Annual Convention 








More than 


a 120 persons attended the 
annual 


CO convention and banquet of the 
Mas . Fischer general agency for the 
wosstchusetts Mutual Life in St. Louis, 
the a _ agent and organizing 
~ yer to buy,” w > 
McNally. y, was the theme. F. T. 


Mass aii 
agent fcr sachusetts Mutual general 


finnesota, was the banquet | 


speaker. His subject was “The Corner 
of Eighth and Main.” 

Vice-President J. C. Behan was toast- 
master. The St. Louis agency had its 
largest year in 1931 and set a higher 
goal for this year. The leader in new 


| business was W. Scott Smith and the 
| leader in number of lives A. E. Beith. 


Roger E. Lord is the new president of 
the St. Louis organization. 


Celebrate New Detroit Record 


Managers and agents of the Western 


| & Southern Life, 300 strong, attended 
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the man in the field”’ 





a sales congress in Detroit to celebrate 





ye The Insurance Book 


When was there ever 
a greater need for 


Business Insurance ? 


Certainly, today, 
which life insurance can play in the 
affairs of business should be apparent 
Yet, to sell Busi- 
ness Insurance, you need a special- 
ized knowledge of 
can best be applied to the many dif- 
ferent types of business. 


to most prospects 


All Important Phases Treated 


The book, Business 
by a practical and successful salesman, Leon 


Gilbert Simon of 
the entire field of 


ance. Beginning with an explanation of the 


“Life Values 


cluding credit, it discusses the Business In- 
surance Agreement, J f 
panies — Partnerships 
Proprietorships (and 
Prospecting, Methods of Approach and 
Selling each, Actual 
Analyses of Cases, 


and many other 
jects are treated 
standing I h 


This book 


will really show 


you how to 


sell it. Ae 








Corporations— Sole 


House, 420 E. 4th St., Cinelnnati 
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THE FORMULA OF SUCCESS 


| 2 INSURANCE can be explained in plain, everyday language. 
The facts can be simply stated. People need to be told about life 
insurance by one who knows life insurance and its adaptability. Sales- 
men of integrity, ability and courage who will work systematically and plainly 
the facts of life insurance service will be Masters of their craft and successful. 

Tae Mutvat Lira or New York, with its long history of increasing success, offers 
opportunity. It writes Annuities and all Standard forms of life insurance. Deuble 
Indemnity Benefits. It has many practices to broaden and expedite service for Field 
Representatives and for Policyholders. 

Those contemplating engaging in life insurance field work as a career of broad 
service and personal achievement are invited to apply to 


The Mutual Life Insurance Company 


GEORGE K. SARGENT 
Vice-President and 
Manager of 


34 Nassau Street 


DAVID F. HOUSTON 
President 











ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 
Opportunity 
Is with the Company That Is 

NOT TOO LARGE NOT TOO OLD 
NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 
WE HAVE THE TOOLS 


Participating and Non- Participating P: ‘olicies—Men and Women on Equal Terms—Total 
Disability and Double Indemnity 


Circularization Aids — Supervisor’s Help — Direct Contracts, Human Relations, Liberal 
Contracts and Special Producer’s Clubs 


If You Are Ready for a General Agency There Is Desirable T: 
IOWA—NEBRASKA—MINNESOTA—AND SOUTH DAKOTA 


THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


y G. Sigmund—Vice-Pres. & Agency Director 
COL. C. B. ROBBINS. een. Cc. B. SVOBODA, Secy. 
CEDAR RAPIDS, IOWA 
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a record one-week drive on industrial 
business, with an average of $15.32 in 
premiums per agent for the week. 


The principal speaker was J. F. 
Ruehlman, vice-president. S. H. Smith, 
superintendent of agencies, presided. J. 


J. Doyle, publicity manager, also spoke. 
A meeting was also held in Indian- 
apolis to celebrate a similar record there. 


Mielenz Agency Wins Trophy 


The A. E. Mielenz general agency of 
the Aetna Life at Milwaukee, covering 
Wisconsin and northern Michigan, has 


been awarded the western division 
trophy for the best managed agency. In 
1931 the Mielenz agency made an in- 
crease in all lines of business. For 1929 
it won the national trophy awarded by 
the Aetna to the best managed agency 


Embry Has Record Year 


The A. M. Embry agency of the 
Equitable of New York in Kansas City 
paid for $18,774,723 in 1931, the largest 
in its history. It placed fifth for the 
year. Paid business for January ex. 
ceeded that for January, 1931, about % 
percent. 








NEWS OF LIFE 


ASSOCIATIONS 





Texas Sales Congresses Held 








Prof. Huebner, President Storer and 
Vash Young Feature Programs at 
Dallas, San Antonio and Houston 





DALLAS, TEX., Feb. 18—More 
than 600 north Texas life agents at- 
tended the one-day sales congress held 
here by the Dallas and the Texas As- 
sociations of Life Underwriters. Other 
congresses were held at San Antonio 
and Houston. The three main speakers 
at Dallas, Prof. S. S. Huebner, Univer- 
sity of Pennsylvania; Elbert Storer, 
president National association, and 
Vash Young, New York, also spoke at 
the other meetings. 

Dr. Huebner discussed the American 
College of Life Underwriters and its 
functions, and “Investments and the 
Personal Economic Problems.” The lat- 
ter subject was handled at a_ public 
meeting attended by insurance men and 
the laymen. 

Life insurance as a property is the 
newest idea in selling according to Mr. 
Storer. He told how his agency had in- 
creased 50 percent during the past four 
months through the stressing of that 
phase of the business. He said after all 
life insurance is a property and a very 
valuable one. He found that business 
and professional men as well as all other 
classes are breaking away from the old 
idea “you have to die to get the benefit 
of insurance,” and learning that they 
can and will get the benefit while they 
live if they invest in the right kind 
of coverage. 

O. S. Cummings, vice-president 
Texas association, and Jack Neil, su- 
perintendent of agents Seaboard Life, 
also spoke. 

*x * x 

Utah—The Utah association held a 
sales congress in Salt Lake City Feb. 17. 
Ephraim Poulter, president of the asso- 
ciation and local manager of the West 
Coast Life, was in charge. R. B. Hull, 
managing director National association, 
was the principal speaker. Dr. C. J. 
tockwell conducted the congress. 


Ala.—c. M. A. Rogers, Mobile 
attorney, addressed the February meet- 
ing of the Mobile association on “Insur- 
ance and Trust Estates,” calling atten- 
tion to the legal aspect of trusts. 

Mrs. W. S. Pritchard, head of the de- 


Mobile, 


partment of the American family of the 
National association, will address the 
women’s clubs of Mobile in the near 


future. Vice-President F. L. 
the Equitable of New York is to address 
the March meeting. 
ok * 

Oklahoma—Constructive 
million dollar producer were 
to the Oklahoma association by 
M. Engle of Tulsa at Saturday’s meet- 
ing. Mr. Engle in 15 years has writ- 
ten more than $5,000,000 of insurance, 
with more than $150,000 in premiums. 
For two years he produced a million a 
year and maintains an average of $500,- 
000. He is connected with the Phoenix 
Mutual at Tulsa. In meeting problems 
of 1932, he believes that since men have 
seen their estates dwindle into insignifi- 
cance, their interest in life insurance 
has been materially stimulated. 

*x* * * 

Seattle—Roger B. Hull, managing di- 
rector National association, spoke to the 
Seattle association last week. 


ideas of a 
presented 
Frank 


Jones of ! 





Salesmanship Expert Heard 


A. F. Sheldon Gave Interesting Addres; 
Before the Syracuse, N. Y., Life 


Underwriters Association 





A. F. Sheldon, head of the Sheldon 
School of Salesmanship, and a sales ex- 
pert, was a speaker before the Syracuse 
N. Y., Life Underwriters Association 
Vice-president Gowey presided. Mr 
Sheldon spoke on “What Is Human 
Engineering and What Is Its True 
Relationship to the Profession of Life 
Underwriting?” He defined human en- 
gineering as the science and art of the 
development, conservation, control and 
safe use of human energy. 

Mr. Sheldon continued: “Just as trul) 
as there are physical laws which can- 
not be changed there are ethical laws 
which will eventually become as power- 
ful. The law of physical gravity is 
recognized today and the day will come 
when the law of gravity of good trade 
in response to the proper type of serv- 
ice will be as generally recognized. | 
like to speak of the commonly-called 
‘depression’ as ‘transition.’ 


Four Kinds of Human Energy 


“There are four kinds of human 
energy: mental, of the head, called 
ability; spiritual, of the heart, called 
reliability; physical, of the body, called 
endurance; and volition, of the will, 
called action. Every man has these four 
types of energy but it is an individual 
responsibility to develop each. The first 
three compose man’s potential power 
The four together A.R.E.A. compose his 
actual area of power. 

“Service equals Q. Q. M.—Quality 
Quantity and Mode of Conduct. A 
stenographer may do a lot of fine work 
but if she steals the company’s stamps 
she is not fit for her job. This fort 
applies equally well to your professi¢ 
Is the quality of your sales presenti 
tion what it should be? Do you make 
enough calls? And do you attempt " 
all your activities to conduct yours! 
in the manner which will be of the mos 
service to your community? The proper 
answers to these questions spell success 
for you.” 








x * * 
Baltimore—President E. L. - poner’ 
of the Baltimore association has 


pointed a committee to outline plans fot 
further regulation of agents in Mary 
land. Commissioner Walsh told the as 
sociation the department would cooper 
ate with it in any initiative it mig! 
take. The committee is headed by Fret 
erick Savage, Jr., New Englan 1 Mut ua 
Ont.—With an . 
the sales congre- 
ira 


Niagara Falls, 
ance of more than 100, 


of life underwriters of the Nias 
Speakers inc lude ak 


f t} 


was held here. . 
McCuish of Vancouver, president 0 
Life Underwriters Association of Ca 
Eric V. Chown, field supervisor ° 
association; J. E. Bragg, directo 
life insurance school of New York ul 
versity, and W. J. Dunlop of the exten” 
sion department of the University % 
Toronto. 
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noon meeting in the Hotel Sherman Feb. 


2%. Mr. Hull is to talk on “The Road 
Back to Security: The American Plan,” 


and Mr. Storer on “Making Life Insurance 
Tangible.” An unusually large attend- 
ance is expected by Walt Tower, manag- 
ing director of the association, as a re- 
sult of the opportunity to see and hear 
the two national leaders. 

* * * 

Mason City, Ia.—Col. C. B. Robbins, 
president of the Cedar Rapids Life, toid 
the Mason City association that the Iowa 
farm is bound to return as a high type 
of security. He bases his contention on 
the farm's earning capacity and added 
that the United States, regardless of in- 
ternational conditions, will soon see 
prosperity because of its great wealth. 


Philadelphia—The Philadelphia asso- 
ciation observed New England com- 


No Need for 





So Many Failures in 


panies’ night at 
with virtually all 
companies represented by home offic 
officials. The entire program was com 
posed of New England company speak 
ers, including P. M. Fraser, vice-presi 
dent Connecticut Mutual, 
D. J. Bloxham, superintendent o 
agencies Travelers; J. M. Blake, 
service manager Massachusetts Mutual 
D. R. Mason, assistant superintendent o 
agencies Aetna Life. 


of the 


San Francisco—Dr. C. J. 
surance educator, is to be 
speaker at a luncheon 
San Francisco association Feb, 26. 


Rockwell, in 
the principa 


Boston—H. G. Kenagy, assistant man 
ager of the sales research bureau, ad 


dressed the Boston association this week 


on “Psychology in Salesmanship.” 


Life Insurance, Benson Says; Take 


on Only Men That Can Make Good 


Judd C. Benson, Kansas City, Mo., 
general agent for the Union Central 
Life, is an agency organizer with an 
idea. The idea is that there is no neces- 
sity for life insurance to produce the 
enormous number of failures per year 
that it does. 

Since he became general agent there 
July 1, 1930, Mr. Benson has developed 
seven producers who were responsible 
for over 70 percent of the agency’s 
production in 1931, which was 22 per- 
cent greater than in 1930. These seven 
agents are the only ones Mr. Benson 
has hired, so that there have been no 
casualties in the agency. 


Failure Is a Tragedy 


“More managers,” Mr. Benson points 
out, “kid themselves on prospects that 
look good than any one other thing in 
the insurance business. The prospective 
agent may meet every qualification but 
one, and yet if he fails to meet that, 
nine times out of ten he fails. And it 
is a tragedy for young men—it is a 
tragedy for any man—to fail.” 

In Mr. Benson’s first five years in the 
business as a personal producer he paid 
for between $400,000 and $450,000 a 
year. He became assistant manager for 
the Union Central at Wichita in 1929 
and spent a year and a half developing 
new men. From a group of five, two 
paid for $150,000 each their first year. 
One part-time man, who was persuaded 
to do full-time work, paid for $200,000 
his first six months, over $500,000 his 
next year, and $609,000 in 1931. 


Must Meet Three Tests 


Before Mr. Benson ever considers a 
Prospective agent, the man must prove 
to him that he has finances for at least 
a year and more than a_ superficial 
acquaintance with people in the com- 
munity in which he is going to work. 
Knowledge of the business is the other 
ot three essentials he considers abso- 
lutely necessary before business can be 
written successfully. 

Three out of four men the average 
general agent selects, Mr. Benson has 
‘ound, will make life insurance agents 
it they have finances for one year and 
a knowledge of people. Without 
wanances success is impossible, or so 
nearly so the rule still is general and 
binding. A man’s knowledge of and 
acquaintance with people determines 
‘OW quickly he can succeed after he 
fas learned the business. 

Failures in the insurance business 
are enormous because the average gen- 
eral agent or manager disregards these 
fssentials and hires 20 men, when he 
-— beforehand only three or four 
= Succeed. It is an injustice that the 

her 16 should be made failures. 
which Union Central finances no one, 

uch makes the problem of hiring and 
andling new men one of vital import- 
t becomes necessary to search 





long enough to find the right man. Be- 





cause Mr, Benson is so particular and 
hires so few, old salesmen and personal 


contacts give him most of the agency’ 
new men. Under normal condition 


these sources will supply enough of the 
right kind of men to cause the agency 


to grow naturally. 


Having secured the man, one of the 


first steps is to teach him enough abou 
the business so that he will not mis 
represent. 

“We start the man out on the ‘Essen 


tials of Life Underwriting,’ which equips 


him to meet any situation,” Mr. Bensor 
said. “It provides a fundamental back 


ground at the very outset of the man’s 


efforts in life insurance which is essen 


tial to the working of the particular 
With this as a foundation, the 


method. 
man will develop steadily.” 
New men are given three-fourths o 


Mr. Benson's time for the first year. He 


works with them on the street, and in 
structs them. 


Helps Men Organize Time 
One of the worst stumbling blocks ir 


the development of men is 
ability to organize their time. 


“We have worked out a program for 


the new man which involves finding 
developing and closing prospects. O 


ten calls a day, five should be spent 
seeking new prospects, three developing 


prospects and two closing prospects 


If this balance is maintained, the agent 
pros- 


will never find himself without 


pects. 


“Seeing three men whom he has never 
seen before creates an endless supply 
of prospects for the agent, gets him used 
to a balanced diet of iron and provides 
one of his 
greatest fears: ‘To whom can I sell next 


an effective antidote to 


week, next month?’ 


“Allowing a new agent to 


much like kicking him out of the busi- 
ness before he’s been tried out. 
maintain enough of a check on a new 
man to know where he is going and 
what he is dong 90 percent of the time. 
We require a daily report of his activi- 
ties, which helps us in this respect, and 
we work with him long enough to get 
him into the habit of going directly to 
his prospects and talking to them. 


More Pressure Needed in 1931 


“It was, of course, much more dif- 
ficult in 1931 to keep a man in the right 
frame of mind than previously. To over- 
come this we devoted more time to 
keeping him busy, for the busy man 
rarely gets the blues. Keeping pro- 
duction up and the agency force intact 
and growing merely meant the applica- 
tion of a little more pressure to the 
system. 

“Many times men have failed because 
they have refused the advice of ex- 
perienced management. One man, for 
instance, had finances for a year. But he 
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wander 
about the streets, wondering where he 
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United Mutual 


Backs Its General Agents and 
Field Men with Powerful 


National Magazine 
Advertising 


APPLICATIONS of capable Gen- 
eral Agents—and Field Men in 
all states—will be considered by the 
United Mutual Life Insurance Com- 
pany. 


surance Company, chartered under 
Special Act of the United States 
Congress, has insurance in force 
amounting to more than $100,000,- 
000. Assets are more than $26,000,- 
000 and more than $69,000,000 has 
been paid to beneficiaries named in 
its policies. United Mutual has al- 
ways paid good dividends. 

We will arrange personal 

interviews with qualified 


United Mutual is now advertising its 
modern insurance plans through 
commanding space in outstanding 
national magazines. This broad cam- 
paign already is proving 
of inestimable value to 








our men. It helps to SAFE - GUARDED applicants. Give com- 
make a United Mutual plete information as to 
connection one of the your record and ability, 





eet aii to Ge in your first letter. All 
field correspondence will be 
held in strictest con- 
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United Mutual Life In- fidence. 


United Mutual 
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Harry Wade, President 
941 North Meridian St. Indianapolis, Indiana 
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CALIFORNIA 
Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 


CONSULTING ACTUARIES 


ansome Street 437 So. Hill Street 
SAN. FRANCISCO LOS ANGELES 
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ILLINOIS 


DONALD F. CAMPBELL | 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7898 


CHICAGO, ILL. 
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L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 
Life Insurance Accountants 
Statisticians 
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J. Charles Seitz, F.A.1I.A. 
CONSULTING A ARY 
Auther “A —— and fer a Lite 
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Lege! Reserve, Fraternal and Assecement Busineee— 


North La Salle Street oo 
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Phone Frankiia 6550 








INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 
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HARRY C. MARVIN 
Consulting Actuary 
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wanted to, and did, against our advice, 
go to a town where he wasn’t known. 
He was ignorant of the business and 
knew no prospects. He failed. A year 
later a man with much less money 
wanted to try the business in the same 
town. We spent less time and effort on 
him than on the other man, but he knew 
people. He paid for $225,000 his first 
year and over $500,000 during his sec- 
ond one. 

“If a man learns the business 
thoroughly and will work intelligently, 
he will measure his own stature in life 





insurance after the first two or three 
years. And he will make approximately 
the same amount of money as those peo- 
ple do with whom he habitually asso- 
ciates. This last rule is almost infallible. 
The old man who needs winding up 
every few days is a poor life insurance 
man. 

“We plan to hire three men in 1932— 
if we can get the right kind. We have 
one of them already. Contrary to gen- 
eral belief, it is as hard today to find 
good men, possibly harder, than it was 
in 1928.” 
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Country Life’s Convention 





Company Is Closely Affiliated with the 
Illinois Agricultural Association 
and Farm Bureaus 





The Country Life of Chicago held its 
agency meeting at Bloomington, III, 
this week with H. O. Henry of Effing- 


ham, Ill, president of the general 
agents’ club presiding. L. A. Williams, 
general manager, urged greater effi- 


ciency in selling, more efficacious prepa- 
ration and higher standards of sales- 
manship. The Country Life gets prac- 
tically all its business in the rural areas. 
It is affiliated with the Illinois Agricul- 
tural Association and cooperates with 
the county farm bureaus. Associated 
with it is the Illinois Agricultural Mu- 
tual which writes full cover automobile 
insurance. Therefore, being so closely 
hitched up with the organized farm ac- 
tivities it has a big influence with the 
farmers. In fact, the holding company 
which owns its stock is controlled by 
the Illinois Agricultural Association. 
Mr. Williams is a dynamo of energy 
and is a farm leader. 

The company last year wrote $13,000,- 
000 of new business and has $44,000,000 
in force. It gained $8,500,000. Its mor- 
tality is running about 31 percent. Some 
22 percent of its business is on the non- 
medical plan, as its policies are small 
and written largely for farmers. When 
the Country Life was started a survey 
was made and it showed that 40 percent 
of the farmers in Illinois did not carry 
any life insurance. The Country Life 
has $6,000,000 juvenile life insurance in 
force and on this there is a mortality of 
11 percent. 

At the Bloomington meeting three 
field men were present and spoke: Dave 
Mieher, G. R. Williams and M. E. Rob- 





erts. C. C. Ramler, service manager at 
the head office, was one of the speakers. 

At the first session E. A. Carncross, 
general agent at Arlington Heights, told 
some of the advantages of partnership 
insurance. He is the leading personal 
producer, his record having been $686,- 
000 last year. The Country Life ap- 
points a general agent for a county and 
he operates both the Country Life and 
the Illinois Agricultural Mutual. 

Prof. Fred Russell of the School of 
Commerce, University of Illinois, gave a 
talk on salesmanship, pointing out some 
of the practical phases of it as applied 
to life insurance. Dr. J. E. Boland, 
medical director, gave some of the rules 
of the company along medical lines. 
W. E. Hedgcock, Bloomington general 
agent, gave a talk. V. Vaniman of Chi- 
cago, the insurance director of the IlIli- 
nois Agricultural Association, was on 
the program twice. Glenn Chenoweth, 
general agent at Macomb, spoke of the 
main features of the endowment policy 
at age 65. z 

Mr. Williams presided at the banquet, 
the three set speakers being Donald 
Kirkpatrick, legal counsel of the Illinois 
Agricultural Mutual, A. E. Richardson, 
its manager, and C. M. Cartwright, THE 
NATIONAL UNDERWRITER, Mr. Richard- 
son urged the making up of a budget or 
program for the year, signing the ob- 
jectives and then devising means to 
attain them. Mr. Williams stated that 
26 percent of the claims paid last year 
by the Country Life were due to auto- 
mobile accidents. Mr. Williams in his 
talk said that the key to the Country 
Life plan of selling is a spirit of cooper- 
ation and its power. 

Mr. Kirkpatrick said the invested 
assets of the Country Life of $1,200,000 
showed a market depreciation as of Jan. 
31 of only $103,000, or less than 9 per- 
cent. The company has $300,000 earned 
and unearned surplus. He stressed the 
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Weekly Accident Coverage 
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practical impossibility of the Country 


Life being sold, citing the provision that ff 
no sale could be made while any of the 
founders policies, numbered from 1 tof 
He estimated & 


8,000, remained in force. 
this provision alone would prevent sale 
for 56 years. 


Trip on Great Liner 


Accommodations have been secured by & 


the Continental Assurance of Chicago 
on a new 28,000-ton, turbo-electric drive 
Furness liner, the “Monarch of Ber. 
muda,” for the Bermuda trip of the 
President's Club to be held near the first 
of October. The club will meet for a 
three-day convention in Chicago prior 
to the trip. The General Agents & 
Managers Association also will hold its 
meeting. Special cars will be chartered 
for the trip to New York, where the 
agents will go on board the liner, and 
in all the trip is expected to take eight 
days. 





$1,000 to $1,600 
Ordinary Life Insurance at An 
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Caleb Smith Adopts Plan, Works 
at It Regularly and His Production 
Goes Up-to Over a Million a Year 


By planning his work and working 
his plan, Caleb R. Smith, Ann Arbor, 
Mich., has doubled his production dur- 
} ing the past ten years and has written 
more than a million a year since 1925 
for the John W. Yates general ageucy 

Sof the Massachusetts Mutual. He out- 

lined his plan at the meeting of the 
Life Underwriters Association of De- 
i troit last week, 

“Prior to Jan. 1, 1920, I worked on 
}a hit or miss plan, or rather lack of 
} plan,” said Mr. Smith. “I got my pros- 
) pects wherever I happened to find them, 

I worked what hours pleased me best 
}and quit working when I felt like it. If 
§ I wanted to take a day or two off, I 

took them. I made a pretty fair living, 
» but I was by no means satisfied. 


' Decides to Budget 
' Time Like Money 


“In 1920 I made up my mind that the 
5 only way to succeed is to lay out a pro- 
) gram for the future, to budget my time 
Has I budget my expenditures—and stick 
}to it. I made up my mind that I would 
write $3,000,000 in five years. That 
meant $600,000 a year, $50,000 a month, 
$12,000 a week and $2,000 a day. 
“I figured that in order to make my 
goal I would have to make ten calls a 
may and get four interviews. That 
| meant a six-hour working day in the 
Hfield. I planned to work eight hours 
g daily six days a week, and to devote 
the first hour in the morning to study- 
}'ng my company, my policies and my 
business. The next six hours I planned 
to do my soliciting and the last hour in 
Hthe afternoon would be given over to 
Splanning for the next day’s work. 


Follows His Schedule 
of Work Religiously 


“I followed this schedule religiously, 
working a full six days each week. 
made my ten calls every day and man- 
H@ged to average my four interviews. 
Che first year, 1920, I wrote $521,000 on 
150 lives. The second year I went 
over my quota by a good margin and 
continued to improve until the end of 
the fourth year I had topped $900,000. 
rhe plan had worked so well that I 
decided to revise it—to write a million 
4 year for the next five years. 

[ wrote my first million the next 
year and every year since have topped 
million. The total for 1927 was $1,- 

00,000; for 1928, $1,200,000. In Febru- 
Pry, 1929, my wife and I saw a Euro- 
ean travelog that fired us with a de- 
're to see Europe. It looked as though 
‘e would have to give up the idea in 
rder to keep up the production quota, 
ut we decided that if I could make 
'y quota by the end of the sixth month 
we < “ould go. I did, and we spent three 

months traveling. I turned in the 
“rgest volume of my career that year, 

1,500,000, despite the fact that I did 

ot work for three months. I did it 


pecause I had an ex jectiv 
trive for, ee 


.. AS I see it, 
ife underwriting 





“- 


the first principle of 
is the conservation of 





time. Time is money. It is the greatest 
asset we have. In order to make proper 
use of it it is absolutely necessary to 
plan its expenditure carefully. Set up an 
objective years ahead, divide your quota 
into years, months, weeks, days and 
hours. Do your day-to-day planning the 
night before. Never start out without 
knowing just where you are going. And 
above all, allow nothing to interfere 
with carrying out your plan. 

“Second in importance after the plan, 
is work. Someone has said that the 
three secrets of success are work, work 
and w-o-r-k. No plan is worth the 
paper it is written on if it is not carried 
out. To my way of thinking the study 
and the planning periods of the day are 
equally important with the productive 
hours. 


Know All Details 
of Insurance Business 


“You should know all the details of 
vour business, your company’s record, 
its financial set-up, its home office ex- 
ecutives, its policies and its program. 
Read everything vou can get hold of on 
the science of life underwriting. Select 
the ideas that fit in with your plan— 
and make them work for you. 

“Make life insurance your sole busi- 
ness. Few men can divide their time 
between two or more businesses and do 
justice to all. Leave accident and 
health, fire and automobile and the other 
insurance forms to agents specializing 
in them. Don’t go at a feverish pace, 





but work steadily and regularly. Don't 
rush. Earnestly strive to write more 
applications. Prospect intelligently. 
There are many sources of prospects, 
but I have found that your old policy- 
holders are the best source. Fully 85 
percent of my policyholders, old and 
new, supply me with at least one name 
of a new prospect each year. Don't 
neglect to send out birthday cards; 
don’t overlook the opportunities pre- 
sented by the rate change period. 


Get Cash Settlement 
With Every Application 


“Get a settlement with every appli- 
cation. Only four of the more than 
1,700 applications I have written in the 
past 12 years have not been prepaid. 
When I sell a prospect, I say to him: 
‘Now if you will give me your check 
I will give you this binding receipt and 
your policy will be in force immediately 
after your examination.’ When you have 
cash in hand there is little danger of 
some other underwriter unsettling your 
business, or of your applicant changing 
his mind, 

“Know whom you solicit. Why waste 
$500 worth of time on someone about 
whom you know nothing? Find out 
all you can about vour prospects be- 
fore you see them. I do that and every 
interview with a prospect I have had 
since 1927 has been worth $29 to me. 
Keep your prospects lined up so that 
you are closing one or more every week. 

“When I make an appointment with 
a prospect, I let him know that my 
time is valuable, and he pays more at- 
tention to what I have to say. I am 
too busy to see him any time. I say, 
‘I will be glad to see you at 2 o'clock 
on Wednesday or at 4 on Friday. 
Which is the more convenient for you?’ 
This creates exactly the impression I 
want to leave with him.” 








Why Finberg Led Great-West 





ST. PAUL, Feb. 18—Anthony Fin- 
berg, St. Paul district manager for the 
Great-West Life of Canada, who led 
all Great-West agents, both in Canada 
and this country, in personal production 
last year, says that writing business in a 
depression year “is largely a question 
of going after the business in the right 
spirit and right frame of mind. Too 
many life insurance agents have al- 
lowed their heads and their hearts to 
become poisoned by this constant talk 
of hard times. 

Plenty of People Making Money 


“There are plenty of people making 
money today. Especially the fellows in 
small business. The other day I called 
on a butcher who told me he made 
$20,000 last year. There are plenty like 
that, not making so much, perhaps, but 
enough to make good life insurance 
prospects. The problem for the agent 
is to find out who these people are and 
then go after them in the right way. 

“In making my calls last year I dis- 
cussed with my prospects the advantage 
of putting money into life insurance 
as compared to stocks. Many of them 
had lost money in the market and were 
easy to reason with. I pointed out that 
life insurance was something that did 
not fluctuate in value like stocks. 

“Then, sometimes when a prospect 





hesitated or frankly declined to take out 
a policy, I would mention to him the 
aging men he could find on almost 
any street, penniless and discouraged. 
Many of them, no doubt, had once been 
prosperous but had met reverses and 
lost everything. How much a little life 
insurance would mean to those old fel- 
lows!” 

Mr. Finberg says it has always been 
his policy to put the welfare of his 
clients ahead of his own personal profit 
Too many agents, he thinks, are more 
intent on selling a policy and getting 
their commission than in looking after 
the interest of the client. 


Service to Clients Helps 


“T have in mind one man,” he said 
“who has been dealing with me for some 
time. At first he watched me very 
keenly, then when satisfied that I was 
looking after his interests well as 
my own, he told me that I would always 
get whatever life insurance business he 
or his family had to place.” 

Mr. Finberg has been writing life in- 
surance for 25 years. It has been a long 
patient climb for him to reach the top 
He started with the Prudential, went 
with the Great-West 10 years ago and 
for several years has been its St. Paul 
manager. In 1930 he stood second in 
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“Canned Sales Talk” Had 
Franklin’s O. K., It Seems 








T. M. Rodlun, advertising manager 
for the Acacia Mutual Life, has para- 
phrased comment of Benjamin Franklin 
on itinerant preachers to apply to sales- 
men and sales talks. 

Here is the paraphrase: 

“I had an opportunity to make some 
calls with a good salesman recently. As 
I listened to him talk, I came to distin- 
guish easily between the sales talks he 
composed on the spur of the moment, 
and those which he had often delivered 
in the course of his selling. 

“His way of speaking the sales talks 
was so improved by frequent repetition 
that every accent, every emphasis, every 
modulation of voice, was so perfectly 
well turned and well placed, that with- 
out being interested in the subject, one 
could not help but be pleased with what 
Was said. 

Advantage of Salesmen 


“This is an advantage salesmen have 
over men in other lines of business, be- 
cause a salesman can rehearse substan- 
tially the same sales talk again and 
again, and can improve upon his deliver- 
ies, whereas men in other lines do not 
have this opportunity.” 

Here is the original: 

“By hearing him often, I came to dis- 
tinguish easily between sermons newly 
composed and those which he had often 
preached in the course of his travels. 
His delivery of the latter was so im- 
proved by frequent repetition that every 
accent, every emphasis, every modula- 
tion of voice, was so perfectly well 
turned and well placed, that without be- 
ing interested in the subject one could 
not help being pleased with the dis- 
course; a pleasure of much the same 
kind as that received from an excellent 
piece of music. This is an advantage 
itinerant preachers have over those who 
are stationary, as the latter cannot well 
improve their delivery of a sermon by 
so many rehearsals.” 


Get Some Loan Repayments 
by Stressing Safety Angle 


Some agents are meeting with suc- 
cess in getting policyholders to repay 
loans on the ground that their money 
is much safer at company headquarters 
than in many banks. The point is made 
that a man can repay his loan and thus 
free his insurance and at the same time 
his money is in a safe repository and 
is working. This is particularly true 
in localities where there have been many 
bank troubles. Great emphasis is placed 
on safety. When a policyholder is con- 
vinced that the best place to put his 
money is in a life company, he fre 
quently will agree to pay back his loan 
Furthermore the great demand for an- 
nuity and investment forms of policies 
indicates that people are appreciating 
the security back of life insurance and 
are endeavoring to play safe. 


production among all Great-West agents 
and last year took the lead. 

While he writes quite a number of 
good sized policies, his average is 
around $5,000, 
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Fruitful Future 
Stretches Ahead 


(CONTINUED FROM PAGE 7) 


serve life insurance? Our assets during 
the two years 1930 and 1931 have in- 
creased more than $2,500,000,000, an 
amount almost equal to the total accum- 
ulation of the first 60 years. Our insur- 
ance in force is estimated to have in- 
creased by over $5,000,000,000, and this 
in the face of the abnormally high lapse 
ratio which must necessarily accompany 
conditions of this kind. 

“Our new business has suffered less 
proportionately than that of any other 
great enterprise in America. There has 
been no cry of unemployment in our 
ranks, and for the most part we have 
been able to stem reduction of our in- 
comes through greater and more in- 
telligent effort. 


Has Enviable Record 


“No legal reserve life insurance com- 
pany has defaulted on an obligation. 
So far as I am informed, not a single 
company has seen fit to invoke the 60- 
day notice for loans, which a few of the 
companies incorporate in their policies 
as an extra precaution. In short, not a 
penny has been lost to an American 
policyholder in a legal reserve life com- 
pany. 

“Only a few weeks ago the presidents 
of two great life insurance companies 
testified before the United States senate 
as to the sound conditions, not of their 
own companies alone, but of life com- 
panies as a whole. I have recently read 
the proceeding of the 25th annual con- 
vention of the Association of Life In- 
surance Presidents, and no one could 
read this report without discerning that 
these great leaders face the future with 
supreme confidence. 


Emerging from Situation 


“Therefore, it seems safe to predict 
thta we will emerge unscathed from 
this, our third baptism of fire. And 
again history will repeat itself and we 
shall enjoy still another period of pros- 


perity and public confidence, greater 
even than any we have known in the 
past. 


“But why? Because we shall have 
proven the only institution for thrift 
and savings which shall have weathered 
the storm without loss to investor. 


Cites Hoover's Advice 


Mr. Whatley hailed as significant 
President Hoover's statement to life in- 
surance men in September, 1919, that 
they should “sell more life insurance 
and less death insurance,” "that it was 





just as important to insure against liy- 
ing too long as against dying too soon, 

“Of course we all.see this now,” Mr, 
Whatley said. “In the past two years 
we have seen life insurance reserves 
save men’s investments from complete 
ruin. We have seen these reserves feed 
families where there has been no em. 
ployment. 

“Dr. S. S. Huebner recently called 
our attention to the fact that life insur- 
ance is to protect against economic death 
as well as actual death. Too long we 
have backed up the hearse in front of 
our prospect’s door and have carted 
him off to the cemetery. A gruesome 
and unpleasant picture, and one which 
we had learned to paint so vividly that 
we found him avoiding us because he 
didn’t want to listen to it. Can you 
blame him? 


Much Pleasanter Prospect 


“How much more pleasant to visualize 
him living to enjoy the fruits of his 
thrift in the autumn of life. Why not 
show him that based on actual proven 
experience—if we take a group of 104 
men at age 35, more than half that nun 
ber will be alive and able to enjoy their 
savings at the age of 65? Why put him 
in the minority and kill him off? 

“Picture life insurance as the onl 
‘self-completing’ savings plan which has 
yet been successfully proven.” 


Banker Advocates National 
Life Insurance Trust Fund 





NEW YORK, Feb. 18.—Formation 
of a national fund for life insurance 
trusts, in order that wide diversification 
and stability of investments could he 
obtained, was advocated by J. W 
White, trust officer of the Mercantile- 
Commerce Bank & Trust Co. of St 


Louis, at the trust conference of the 
American Bankers Association. He 
stated that life insurance with a 
aggregate face value of $4,000,000,00 
had been placed in trust in the past 
ten years. He further recommended 


that such national fund be administered 
by a representative of each of the 2 
federal reserve districts, who would be 
selected by banks or trust companit 
within the separate jurisdictions. 
Cooperation between the life under 
writers and the trust companies wa BR 
discussed by C. E. Hooper of the 
Newark office of the Massachusetts 
Mutual Life and L. G. McDouall, 
the Federal Union Trust Co., also 
Newark. Both agreed that neither i 
terest is taking full advantage of the 
opportunities offered for coo a 
and urged that this be done in future 
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